





(Morton advertisement below typical of the messages now appearing in state 
and national farm publications with a combined circulation of 15 million!) 


Ohis year: 
MORE 


Hogs will be killed 
on American Farms 


MORE 


Meat will be cured 
at home 


MORE 


Curing products will 
be sold 


The government is urg- 
ing the production and 
conservation of greater 
stores of food products 
for home defense. Sur- 
, veys by farm publications 
clearly show that farmers 
everywhere are planning 
to cure MORE meat at 
home this year, 


Now ... put ina 4 “4 
HOME » Richness, Beautiful Color 


BUTCHERING and WONDERFUL FLAVOR! (\ 
DEP ARTMENT 100-page Hams that are tender and juicy—sweet as a nut ‘ 


iiware dealers are fast MEAT CURING BOOK right down to the bone — and full of delicious, 


2 £ Fully illustrated — covers ° d ke fl . he hind 

i rning to this source of ae a. rere Spicy wood-smoke flavor... these are the Kin 

tractive EXTRA profits. ox. Geb & teen 10¢ of hams you want. Everything needed for a perfect cure is contained in 
Display your knives, cleav- Morton’s Sugar-Cure and Tender-Quick, Salt, fast, super quality curing in- 
ers, meat choppers and ae gredients, pure maple and cane sugars, spice and rich smoke flavors are skil- 
other butchering tools, to- fully blended. Working together, Tender-Quick and Sugar-Cure give you 
gether with MORTON’S van. = meat with a flavor and texture that cannot be obtained by any other method. 
Tender-Quick, Sugar- vo OS 
Cure, Sausage Seasoning : DELICIOUS SAUSAGE that hits the spot every time! Use Morton’s 

> . . . 
meat pumps and home a Sausage Seasoning — a perfect blend of all necessary salt, spices and 
butchering books. Pos seasoning ingredients — complete, ready to use. A 10-0z, can seasons 
8 F 2 30 pounds of the finest sausage you ever ate. 

ters, streamers and dis- 


plays supplied FREE! 


Write for details, Bis —* MORTON SALT CO., CHICAGO, ILL. 



































There is no substitute for Liberty, just 
as there is no substitute for Quality. To 
maintain quality during this emergency, 
conservation of Chinese hog bristle is 
imperative. Mr. Dealer, 
you cannot substitute 
for Quality but you 
can substitute with your 
customer one style or 
size of WOOSTER 
BRUSH for another— 
always remembering that a good, all 
pure bristle WOOSTER BRUSH is still 
cheapest in the long run. * * * kx 
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THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
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“I’m YALE PROMOTION 
— I give the first lift to 
your lock sale!” 

















3 “I’m the YALE NAME—I 
¢ put the sale over the top!” 





“I’m YALE QUALITY — I 
2 e give the sale a convincing 
boost!” 


LET THE YALE MOVING MEN 


BOOST YOUR SALES! 





Yale 
Puts 3 Strong Sales Movers 
In Your Business 


7 Nation-wide promotion — the most extensive adver- 
* tising in the lock industry 


2 Tops in quality—with modern design and attractive 
* finish—plenty of good talking points 


3 The name YALE—universaily recognized as repre- 
* senting the utmost dependability in locks 








THE NAME YALE HELPS MAKE THE SALE 





THE YALE & TOWN 


NOVEMBER 27, 1941 


MANUFACTURING CO. 
STAMFORD, CONN., U. S. A. 
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age 
MASTER RIGGER, 
Waine A. Langstrom 


Waine Langstrom probably 
knows as much about handling 
rope as any man alive. He started 
learning when he was eighteen— 
when sail was Mistress of the Seas. 
And for more than forty adven- 
ture-packed years, he’s pulled and 
hauled and spliced rope in every 
corner of the globe. 


Now, Waine Langstrom—Able 
Seaman and Master Rigger—has 
‘dropped anchor’’ at the C. J. 
Hendry Company, San Francisco. 
Every day, he’s handling Colum- 


And herei why Mn. Langstrom bian rope of all sizes and types— 


and says he’s never known rope so 


prefers C 0 L U M x | A N R 0 p £ well adapted to the exacting work 


an expert rigger has to do. 


Coming from a man who 


PURE MANILA FIBRES knows, that’s praise that ‘‘can't 


— assure a tougher rope that keeps its be beat. 


strength longer. 


EXCLUSIVE WATERPROOFING 


or for the —protects against rot and decay — assures greater flexi- 


RED, WHITE ond BLUE bility wet or dry. Gives an easier-handling rope in all 


Surface Marker on the ° 
rope you buy. It is your kinds of weather. 


jn me = ey of genuine 
olumbian Rope—a mark 
thet your customers AL- 


eae hemardhon ‘"'LONG LIFE’’ LUBRICATION 
' \ —protects Columbian Rope from unnecessary friction. 
Provides a longer-wearing rope that stands up to the 
toughest jobs. 








COLUMBIAN ROPE COMPANY, AUBURN, “The Cordage City,” N. Y. 


COLUMBUAN teen: ROPE 
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SLLL 
LDISSTON 
TOMS... 





HENRY DISSTON & SONS, INC. 


Owned and operated by the Disston family for 101 years 














FOUR HOSE ITEMS, EACH 
DESIGNED TO MEET A DEFI- 


o- Braid NITE BUYING NEED AND 


BWH Gpanden these 


COVERING ALL GARDEN 
HOSE REQUIREMENTS 


7% aris oy a er * 4 5 
BOSTON  LIVAAR The famous Boston Noz 

of zle—too familiar to need 

introduction, too widely 


and favorably known to 


bean ‘ on ; 
= |e nan | need description. The 
FITTINGS i ate . . nozzle by which all others 


are judged. 
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CHALLENGE NOZZLE 


Net pene 9 
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Standard features of 
construction in smaller 
size and lighter weight 
to permit its lower 
price. 


NEW COME-BUY 
DISPLAY 


A handy sales aid 
they won't pass by. 
Each dozen Boston 
Nozzles is packed in this silent salesman. 
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GitteTre SAFETY RAzor ComPANY 
BOSTON,U.S.A. 


To Our Retailers: 


The United States Treasury Department has issued a 
ruling which exempts from the 10% jewelry tax levied 
under Section 552 of the Revenue Act of 1941 all 
Gillette razors except the Aristocrat and DeLuxe 
razors. 


Under this ruling, Milord, Milady, and other razors 
having a lower retail sales value are not subject to 
the tax. 


The 10% tax must, however, be collected by the retailer 
on the Aristocrat and DeLuxe having an established retail 
price of $3.79 and over. 


Yours very truly, 
GILLETTE SAFETY RAZOR COMPANY 


Vice President. 
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NUCUTS’ greater output a life-saver to your 


customers,—particularly where minutes count ! 


Clean filing . . . true filing . . .. smooth, speedy filing,—and longer file-life! 
Here, in a few words, is the contribution that NUCUT “Wavy Teeth” Files 
are making right now to help industry in its production race against time. 


Modern design is the reason! NUCUT Files have two kinds of file teeth,— 
coarse and fine. Precisely angled and scientifically positioned in wavy 
rows, these teeth give two kinds of cut. First, a deep, clean bite. Then, a 
leveling action. The result is more metal with each stroke... and a 
smooth surface as well! 


Get the NUCUT story from your jobber. Or, drop us a line. 


HELLER BROTHERS COMPANY 
America’s Oldest File Manufacturers 
Newark, N. J. Newcomerstown, Ohio 


HELLER MICU TRIES 


Pat. NO. 2027039 












NUCUT FILE FACTS 


Removes more metal © Cuts 
faster—leaves smoother finish 
@® Clogs less — frees more 

quickly © Tougher — lasts NUCUT FILES 
longer @© ONLY File with 
patented ‘‘Wavy Teeth” fea- for your 
ture — and complete 
identification — Heller Code $ 
Symbols on every NUCUT file customer's 















every job! 
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BULBSNATCHING 
IS PREVENTABLE ! 


—y 


AMPS 





GENERAL ELECTRIC ANNOUNCES NEW 
¢@—= ANTI-BULBSNATCHING CHART 
TO HELP YOU SELL RIGHT SIZE 


G-E MAZDA LAMPS! 


MASE your store an anti-bulbsnatching 

clinic by displaying the new G-E Anti- 
Bulbsnatching Guide Chart in your store. 
Your customers will see the new chart ad- 
vertised in the big national magazines this 
month. They'll be looking for it in your 
store, especially now when the busy winter 
season with its longer nights is at hand— 
and that means lighting-up time! Have you 
stocked up for this peak of the lamp busi- 
ness? Do you have plenty of popular-size 








Here’s G.E.s new Anti-Bulbsnatching Guide Chart . . . colorful .. . con- : . ; 
venient size . . . designed to remind your customers of G.E.’s big advertising bulbs in your store! General Electric Com- 
campaign ... and help you sell them the right-size bulbs. pany, Nela Park, Cleveland, Ohio. 
GET READY FOR THE Big color ads in leading magazines will boost sales of G-E MAZDA Christmas 
BIGGEST XMAS TREE LAMP Tree lamps this fall. And they'll be advertised also on the “G-E MAZDA 
BUSINESS IN HISTORY! Hour of Charm.” Order them from your G-E lamp supplier today! 
MULTIPLE CHRISTMAS TREE LAMPS STANDARD PINE CONE SHAPE “OUTDOOR” LAMPS 
If one lamp goes out, the others This popular style lamp comes in Candle-shaped bulbs in colors. Sturdy and weather- resistant. 
keep on burning. No annoying red, white, blue, green, and orange. Made for multiple strings at 10c These lamps come in white, red, 
hunt for burned-out lamps. In For series strings only, 5c each. each; for series strings at 2 for 15c. blue, green, and orange. For mul- 
aie strings. Two lamps for tiple strings, now only 10c each. 
only 15c. 


Fn bigge proftls G-E MAZDA LAMPS 


_— e-un wilh ~~ GENERAL (He, ELECTRIC 


we 
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Todays Sales Strategy Starts 
wilh SEASONABLE MERCHANDISE 


COW TIES 
— om 
%& AMERICAN CHAIN will add materially to your Vv Y FN. 


current sales and profits if you push the styles \ (fv i 


\ 
\ 
and types people need and are ready to buy NN yl y 
immediately. Yj H 
One of these is American Chain Tested Y oo 
WELDED COIL CHAIN in the attractive ACCO- aaa 
PAK display container. Coil Chain is needed 
now for scores of practical uses in factories and 
on the farm. It is made in 4 popular sizes in 
bright, self-colored or galvanized finish. Your 
jobber sells ACCO-PAK Coil Chain by the foot, 
making it easy to figure selling prices and profits. 
Here’s another good American Chain, COW 
TIES. They’re seasonable and salable. Farmers 
are buying them now as they bring in their cows 
from the pasture to the barn. 
Fall rains and winter snows bring a lively de- 
mand for TOW CHAINS. Cars and trucks bog 
down in the mud. Or they stick in snow banks or 
slide into the ditch. Tow chains pull them out. 
The uses of general purpose chains would 
make a list as long as your arm. You know 
they'll sell now if pushed. 


AMERICAN CHAIN DIVISION 


YORK ¢ PENNSYLVANIA 


TOW CHAINS 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


5. WEED Tire Chains, ACCO Malleable tron Castings, CAMPBELL Cutting Machines, FORD Hoists and Troll 
Yacht Rigging, Aircraft Control Cobles, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, 
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Merchandise 
Movement:— 


Current sales volume figures in- 
dicate that hardware wholesalers 
and retailers are very busy selling 
goods. The movement of merchan- 
dise out of stores and warehouses 
is greater than the replacement or 
movement back into stock. Sooner 
or later, this trend will develop 
acute shortages, particularly of 
goods fabricated from OPM’s 
“critical list” materials. Too few 
retail hardware store sales can ac- 
curately be classified as defense 
purchases, and, unfortunately, the 
records indicate that both whole- 
salers and retailers in our industry 
are extremely lax in getting their 
full share of even that small part 
of their business which could be 
tagged with priority numbers. In 
many needed lines, manufacturers 
may not be able to replace goods 
unless wholesalers and retailers 
supply government - required de- 
fense purchase data. That the 
compilation of this data is a severe 
burden on all business is a well 
known fact. One average size hard- 
ware manufacturer reports he is 
employing two men and six girls 
solely for this purpose. These em- 
ployees were hired specifically for 
this job and are always behind 
schedule, though working steadily 
and often long hours at extra pay. 
Add this cost, plus the proposed 
added taxes to current taxes, and 
all of us realize that the defense 
program is providing what will 
likely be a “profitless boom,” 
creating high operating costs that 
may swamp even the busiest busi- 
ness if operating expense is not 
controlled and _ constantly ap- 
praised. 


NOVEMBER 27, 1941 


Collections and 
Credits:— 


Many of the costs of doing busi- 
ness today are completely outside 
of any control of management, but 
the handling of credits and collec- 
tions is definitely a vital problem 
which must and can be controlled 
by management. This goes for the 
owner of the smallest retail store 
as well as for the head of the 
largest wholesale or manufactur- 
ing company. The rapid pace of 
the defense program, with its 
mushroom wage increases for 
skilled defense workers, throws all 
business out of balance. The high 
speed tempo of public spending, 
with almost daily appropriations 
of staggering amounts, encourages 
further reckless individual spend- 
ing by the hundreds of thousands 
who find themselves suddenly en- 
joying what seems to be a new and 
happy wave of prosperity. Natur- 
ally, all sellers will and should get 
all of the business they can while 
it lasts and while most of the mer- 
chandise is available. But, in do- 
ing so, they should watch more 
carefully the credit and collection 
records. In times like these indi- 





viduals and smaller businesses get 
careless. Money seems easy, credit 
is over-extended and collection ac- 
tivity is shunted aside in order to 
provide more time for selling. As 
long as the general situation moves 
along at the present high speed 
nothing serious happens—but the 
first little bump or slowing up pro- 
cess hits hard and hurts. And 
when the bubble finally bursts, as 
it always does, retail stores and 
familie’ find themselves in trouble. 
They have bills to pay and lack 
necessary funds with which to pay 
them. The sudden flow of easy 
money stops and, there comes a 
severe dislocation of the complete 
economic structure. The wise mer- 
chants today are the ones who are 
watching their credits as never be- 
fore and are not permitting any 
lagging in their collections. They 
sense that the present retail sales 
surge cannot go on_ indefinitely 
and are preparing for the future 
when consumer buying power may 
be impaired overnight by a sud- 
den peace in Europe. It is most 
urgent that hardware dealers watch 
their credits and keep everlastingly 
at their collections — frankly it 
amounts to getting the money in 
while the “getting is good.” 
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Post War Surplus 


Goods:— 


Reports are heard almost daily 
of huge stores of shovels, hand 
tools, picks, blankets, nails, spikes, 
builders hardware and almost 
everything else purchased in huge 
quantities for defense needs and 
then stored away to be available 
if and as needed—far in excess of 
current and future 
needs. That’s one major factor 
that makes shortages and threat- 
cns further shortages. It also en- 
courages the opinion that our post- 
war experiences this time will 
closely parallel the upset markets 
that followed the first World War 

due in a large measure to the 
dumping on the markets of tons 
and tons of hardware and other 
materials at greatly distressed 
prices. The other major factors 
which contributed to that business 
upheaval were the sudden cessa- 
tion of hostilities and war produc- 
tion — causing the discharge of 
thousands of able bodied men from 
the armed forces who could not 
find jobs and the wide-spread cut- 
ting down of defense industries 
employment. This gave us unem- 
ployment and reduced buying 
power in the face of cheap surplus 
goods in great quantities. It was 
then the dealer who watched 
credits and collections was strong 
enough to weather the storm. The 
same situation may be expected 
after the close of the present war, 
and perhaps to a greater degree 
because of our tremendous in- 
creased public debt and its inevit- 
able heavy tax burden. 


Post War Plans:— 


Much is said about rebuilding 
our international and domestic 
civilian economy after the close of 
World War II, but few of us are 
aware of anything specific that can 
be considered encouraging. There 
is bound to be a difficult post-war 
problem, but some of the pitfalls 
can be avoided by better govern- 
ment planning now. Immediate 
regulation of all defense purchas- 
ing, on the basis of current needs 
with some margin of safety, would 
prevent hoarding and shortages 
now and would minimize the sur- 
plus goods problem when the war 
period is over. We are a'l very 


immediate 
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conscious of the efforts being 
made, under most difficult circum- 
stances, by both Britain and Ger- 
many to preserve some part of 
their international trade relations 
so that in the post-war period they 
may both resume trading — their 
only hope for economic rehabilita- 
tion, and likewise our only hope. 
British manufacturers are actively 
advertising a wide line of strictly 
civilian merchandise in news- 
papers, magazines and _ business 
papers (and presumably have the 
goods available to some extent). 
British-made consumer goods are 
advertised every day in American 
papers and can be bought in most 
of our stores. This means that 
sritish civilian economy, despite 
the strain and stress of actual war 
conditions, is being maintained 
and encouraged, and should be 
ready at the conclusion of hostili- 
ties to resume something approach- 
ing normal business because “it is 
being planned that way.” This is 


in marked and unhappy contrast 
to many of the threats that come 
to American business from pubic 
officials in high places when they 
are constantly told that our own 
“all out defense,” plus lend-lease 
aid, requires the early closing 
down of hundreds of non-defense 
factories with wide-spread unem- 
ployment and the probable com- 
plete elimination of many con- 
sumer goods. As a further irrita- 
tion and obstacle to both defense 
and civilian economy we have an 
almost constant stream of strikes 
and threatened strikes—with gov- 
ernment literally fawning on arro- 
gant, dictatorial labor leaders and 
letting them make the rules by 
which American business is to 
operate. All of these difficulties 
could militate against us when this 
war is over. If not corrected 
promptly by better planning, we 
may find ourselves in tHe untenable 
position of playing a secondary 
part in post-war world affairs. 








A Timely Message to Em ployees 


N these stirring and troublesome times, employer-employee relations 

may suffer strain through misunderstandings. It is refreshing to read 

a current message “To All Revere Employees” issued by C. Donald Dallas, 

president, Revere Copper and Brass, Inc., New York City, which states 

the company’s basic problem simply and directly. Through the courtesy 
of Mr. Dallas we publish below the text of this message: 

“For almost a year we have been operating at a rate far in excess of 
anything that we had heretofore done. This has been due to the increasing 
demand for products for defense, added on top of an extra large demand 
from our regular customers for ordinary purposes. 

“During this period we managed to procure by one means or another 
sufficient copper or’/zinc to maintain this production. The demand for 
copper and zinc for defense purposes now, however, has reached such 
proportions that the United States Government has taken over the allo- 
cation of copper and zinc. We are obliged to report all orders on our 
books to the Government, and each month a certain poundage of metals 
is allocated to us. Our allocation for October amounted to only approxi- 
mately one-half of the amount which we had been using in the average 
month over the past year. 

“It isn’t a question of priorities, it is a question of a shortage of metal 
and the impossibility of opening up new copper mines in less than several 
years time that is causing the trouble. In addition to this, there have 
developed a number of new uses for copper outside of our industry, in 
connection with the war program. 

“We are, of course, cooperating with the Government, but we are 
making every effort to secure every pound of copper and zinc that we 
can secure. We are using up any surpluses in our inventories, and we 
are developing as rapidly as possible new types of products to help keep 
our mills busy. 

“We want you to understand this situation. We hope that we will get 
at least as much copper in future months as we are now getting, and we 
are making every effort to maintain employment in our plants.” 


HARDWARE AGE 











h 
ROUTE TO PROFITS 











NOVEMBER 27, 1941 








RETAILING UNDER 





JOHN T. BARTLETT 


iia like 


other business, is fundamentally 
an enterprise in risk—an attempt 
to devise policies and methods 
which will control chance. Na- 
tional defense doesn’t alter this 
principle, but it does bring us new 
and bizarre intangibles. With 
some aptness, a hardware man 
said to me, “Imagine playing foot- 
ball with two pigskins and three 
goal lines. That’s business today. 
We'll all go nuts!” 

My friend referred, of course, 
to such defense phenomena as pri- 
orities, allocations and ceilings; 
to the emergency banishment of 
old-fashioned supply and demand. 
I sympathized with him. We con- 
tend in hardware retailing today 
with strange and bewildering fac- 
tors; we don’t know what we'll 
have to fight a year, or two years, 
hence. 

Having granted which, I ask, 
“So what?” Just this—Retailing 
definitely continues business. 
There are new hazards, plenty of 
them. But there are also factors 
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In Six Parts—Part 1 


Defense Blueprint 
for Hardware Merchants 


By JOHN T. BARTLETT 


Business Research Specialist 


which, in the short-term view, are 
very favorable—notably, a large 
increase in consumer spending 
power. That fact is colossally im- 
portant. With it, we can develop 
a blueprint which, adjusting pro- 
cedure to new risks, contains rea- 
sonable hope of profit. 

The eight-point program which 
I submit is based on a survey 
among the conventional sources— 
hardware and other merchants, 
suppliers, economists—plus_ con- 
versations with political observ- 
ers. Once we didn’t give much 


consideration to politics in con- 
nection with the retail hardware 
business. Now we have to keep 
political pressure constantly in 
mind. 

Nobody knows right now, for 
example, just how much curtail- 
ment will occur in civilian supply 
(a subject in which the hardware 
trade, with its extensive use of 
steel and other defense materials, 
is much more vitally interested 
than some trades). There may be 
a great deal. Big joker in the 
game is political pressure, which 





“Merchants will have to place most expansion plans in 
abeyance, resorting to ingenuity and minor remodeling.” 
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 NaTIONAL DeFEnse 








-descending on Washington from 
affected industries, groups, com- 
munities—had much to do with 
establishment of allocations. We 
recognize the other obvious prime 
factors—our national production 
capacity, the unpredictable course 
of the war—but, we emphasize 
political pressure. 

All-out Washington warnings 
may seem final—but a vocal elec- 
torate can lead to sail-trimimng. 
Since _ political affects 
other questions, too—taxes, price 
regulation, the future of private 
enterprise—I shall have more to 


pressure 


say concerning it as this series un- 
folds. 

Basic assumption of this blue- 
print: the hardware merchant is 
going to have goods to sell. per- 
haps not the stock he would like, 
but merchandise. That brings me 
to Point No. 1. 


Be a Good Soldier! 


1—Be a Good Soldier! Cultivate 
a philosophy of optimism and 
good humor. The national defense 
effort is full of annoyances, grief, 
hard going; but so is the life of a 
buck private. And how does he 
take bad weather, an arrogant ser- 
geant, grub he doesn’t like? Like 
a soldier—in stride! 
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We may not have the merchan- 
dise we need. We may know of 
half a dozen washing machine 
sales we could make—if we could 
only get the washers. We may 
have to tell Mrs. Thatcher, who 
has bought Maple Leaf Brand for 
30 years, that we’re sorry. 
“And the Pine Cone number is ex- 
cellent.” Our nerves may get on 
edge from constantly mollifying, 
apologizing, persuading custom. 
ers that something else will do. 
reconciling buyers to delays and 
further delays. 

Sure—and other things! Bill 
called in the draft. Jim resigning 
to take a city job. 

All sorts of grief—the things 
that toughen a man, develop abil- 
ity to adjust. We'll be equal to 
them all! We'll just be good 
soldiers. 

2—Price for a Fair Profit. 
Commented a trade observer to 
me, “There has been so much 
propaganda issued by the Gov- 
ernment and consumer sources, 
directed at keeping prices down, 
that there is actually some danger 
that retail merchants won't ad- 
vance prices fast enough!” Novel 
thought, isn’t it? And yet it con- 
tains more than a grain of truth. 

The hardware merchant should 
embody merchandise price _ in- 


creases in resale figures as soon as 
practical. I say practical, because 
I realize that competition must be 
considered. With rising 
crowding him from not one, but 
several directions, with the cer- 
tainty of tremendous tax in- 
creases, the merchant’s cost of do- 
ing business heads for a substan- 
tial rise. He must get wider mar- 
gins to compensate. 

Profits are still thoroughly ethi- 
cal and proper. More than that- 
they are indispensable in a demo- 
cratice economy. Under national 
defense, hardware merchants 
should price their merchandise to 
make money, and they should not 
conceal nor apologize for the fact. 


costs 


Buy More Aggressively 


3—Buy More Aggressively, But 
Not Wildly. Count most heavily 
on established connections—the 
houses which owe you loyalty. 
Don’t go buy-crazy over word-of- 
mouth alarms, and beware the 
slick passer-through, already a 
serious pest in some other retail 
trades, who attempts to sell doubt- 
ful merchandise with the use of 
sensational “inside” (alleged, 
only) information. 

4—Make It Worth the While of 
Good Employees to Stay With 
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You. Some stores already are 
feeling a labor pinch—others will. 
Growing union activity is likely in 
a considerable number of cities. 
The best policy in dealing with a 
union situation is cooperative— 
all retail stores acting, and nego- 


tiating., as a unit. Generous per- 





lines in supply. He may need to 
add new lines. 

And something more fundamen- 
tal than these facts is involved. It 
is this: there is a lot of business 
to be had. Who will get the larger 
shares of it? The hustlers, of 
course; the hardware men who use 

















“He can, and should, interest himself in politics, all 
to the end that commonsense principles of business 
(irrespective of party) get recognition in government.” 


sonnel policies are indicated for 
the period ahead. 

5—Concerning Store Expansion 
Plans. Present outlook, with build- 
ing priorities (even before which 
there was a growing cost obstacle) , 
is that merchants will have to place 
most expansion plans in abeyance, 
resorting to ingenuity and minor 
remodelling. 


Promotion Policy 


6—Have a Dynamic Promotion 
Policy. What if a hardware store 
is getting an increase in sales? 
Something is happening, too, to 
margins, as tax, payroll, merchan- 
dise, other costs, advance. That 
25 per cent sales increase which 
comes without effort may not be 
enough. The merchant may need 
35 per cent to show a profit. 

Encountering embarrassing 
shortages, and losing sales—this 
happens under national defense— 
the merchant should resort to com- 
pensating promotion, put behind 


advertising and other promotion 
methods in the most efficient way. 

7—Prepare for Larger Capital 
Needs. Under national défense it 
is going to take much more money 
to run a hardware store. 

The merchant will require more 
capital because his sales are going 
to be higher. To every general 
statement there can be, of course, 
exceptions. Most hardware stores 
already have a marked increase in 
business, and there is no reason 
for anticipating that this trend will 
change. 

More capital will be needed be- 
cause of increased prices. As this 
is written, what will happen to 
price control is unknown. Regu- 
lation is expected. It is not likely, 
however, to be of a sort to prevent 
a general price shift upward. It 
is far more likely to limit price 
increases than to freeze the present 
level. Hardware prices are bound 
to continue upward somewhat—all 
the more because of the very mod- 


erate (for the most part) advances 
which have so far occurred. 

Collection turnover already has 
speeded up—but faster turnover, 
will, for most stores, be more than 
offset by increased volume of 
credit sales. More capital will be 
tied up in receivables. 

National defense taxation is a 
price-lifting force. Expanded pay- 
roll taxes impend—an up in social 
security is probable, extension of 
unemployment insurance to the 
small stores is possible. 


More Capital 


Finally, considerations of good 
buying call for more capital—used 
in practical accumulation of staple 
merchandise sure to be needed. 

Capital may be the No. 1 de- 
fense problem of some hardware 
merchants. Certainly, every mer- 
chant should analyze his financial 
position. If he is going to need 
finance service, he should go about 
arranging for it as economically 
as possible. 

8—Do a Good Public Relations 
Job. During this national defense 
period, there is a dangerous and 
real threat to democracy—the pos- 
sibility that, availing themselves of 
the psychology of national defense, 
groups and leaders who would 
completely socialize America, de- 
stroying the system of private en- 
terprise, will be successful. 


What Can Be Done? 


What can the individual hard- 
ware merchant do about this 
threat? For one thing, he can set 
up a splendid example to his com- 
munity of the efficiency, and the 
patriotism, of retail business. His 
record-keeping and _ tax-paying 
habits can be above question. He 
can sell defense stamps, serve on 
committees, hold public office. He 
can take note of the propaganda, 
which, in local publications and on 
community platforms, is distribu- 
ted, and with other merchants ar- 
range that enterprise is well de- 
fended. 

He can, and should, interest 
himself in politics, all to the end 
that commonsense principles of 
business (irrespective of party) 
get recognition, finally, in govern- 
ment. 


(All rights reserved—Bartlett Service) 
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Metals Conservation Program 


for Builders’ Hardware Industry 


, of 


builders’ hardware men on Nov. 
12 submitted a program of sim- 
plification of builders’ hardware 
which limits the selection to a rela- 
tively few essential types intended 
to be used only during the period 
of emergency. The committee was 
appointed by I. J. Fairchild who 
was named by OPM to work with 
the builders’ hardware industry. 
The committee is known as the 
Manufacturers’ Committee on The 
Conservation of Scarce Materials 
and Simplification of Builders’ 
Hardware. It consists of: 

Wm. C. Habbersett, Russell & 
Erwin Mfg. Co., New Britain, 
Conn., chairman; L. W. Oakes, 
Sargent & Co., New Haven, Conn.; 
John J. Meyer, Lockwood Hdwe. 
Mfg. Co., Fitchburg, Mass.; Dun- 
can Shaw, Reading Hardware Co., 
Reading, Pa.; R. T. Mitchell, The 
Yale & Towne Mfg. Co., Stamford, 
Conn.; R. W. Chamberlain, The 
Stanley Works, New Britain, 
Conn., and Walter S. Johnson, P. 
& F. Corbin, New Britain, Conn. 


The Program 


The program recommended by 
the committee uses copper, copper 
alloy, or nickel copper alloy, only 
where it is essential for the proper 
operating and wearing operations 
or where the hardware is sub- 
jected to unusual use. With those 
exceptions, cast iron, wrought 
steel, malleable iron, plastic, pot- 
tery, wood and glass are specified. 
It is estimated that this will ef- 
fect a saving of copper and copper 
alloy of approximately 95 per cent 
of the normal use of such mate- 
rials in the same specifications in 
normal times. Where it is neces- 
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Industry committee formed by OPM. 
Aim is to work with the National 
Bureau of Standards to formulate a 
simplification and standardization pro- 
gram in an effort to conserve strategic 
materials as an aid to national defense. 


sary to use non-ferrous metal, 
bronze has been replaced by brass. 
Keys for cylinder locks are ex- 
cepted. 

To conserve sheet or flat stock, 
kick plates have been omitted and, 
where normally, metal push plates 
of flat stock are used, glass or 
plastic has been specified. All push 
bars and grab bars have been 
omitted. 

Twenty-six of the 30 standard 
finishes listed in the Federal Speci- 
fications have been eliminated in- 
cluding US14 (nickel) and US26 
(chrome). The four finishes re- 
tained are: USP (paint on steel) : 
USID (japan on steel); US3 
(bright brass on exterior of coastal 
buildings only, exclusive of can- 
tonments and defense housing) ; 
and USI8A (black, employing no 
metal in plating on iron or steel: 
90 per cent of all jobs being speci- 
fied in this finish). 

Many practical but non-essential 
items have been eliminated. Where 
door holders are used the specifi- 
cations combine that feature with 
door closers, thus eliminating the 
holder as a separate item. Also, 
door stops are simplified into one 
type and whenever practical wood 
stops are specified. Roses and key 
plates are called for (except de- 
fense housing) in lieu of elon- 
gated escutcheons to save over 
one-third of metal. 

Locks are reduced to 14 types 
(covering size, operation and 
quality) from 37 types now listed 


in’ Federal Specifications. Lock 
trim has also been reduced to two 
types, out of 13. 

Butts are limited to eight major 
types out of a possible 50 and the 
use of three butts to a door has 
been restricted to only extreme 
conditions. Sizes have been re- 
duced from what has been normal 
practice. This is said to effect a 
saving of over one-third of the 
metal used under normal condi- 
Lions. 

Where zinc-coated or cadmium 
plated hardware has formerly been 
supplied, the specifications call 
for japanned on plain steel. Also, 
strap and tee hinges, formerly 
supplied with brass pins, are to 
be heneeforth supplied with steel 
pins. 

Copper and copper alloy have 
been retained for cylinders, keys, 
fronts, bolts, stop. works, strikes, 
and interior parts of mortise cyl- 
inder locks and night latches; 
cylinders on cabinet locks and 


padlocks. 


Existing Stocks 


The committee has recom- 
mended the use of existing stocks 
which may not conform exactly to 
the specifications particularly in 
regard to finish. 

This program was discussed at 
a general industry meeting at the 
William Penn Hotel, Pittsburgh, 
Pa., Nov. 21, 1941, at press time. 
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OPA Puts Price Ceiling | 


Prices put at levels prevailing Oct. 21. Retail- 


5 


ers exempted but are asked to cooperate by t 
applying the new schedule to their price lists. 

OPA order known as “Price Schedule No. * 

40 — Builders’ Hardware and Insect Screen 

Cloth” — became effective Nov. 19. 


A MAXIMUM price 


schedule for builders’ hardware 
was established by the OPA, Nov. 
14. The schedule froze prices to 
he charged by manufacturers and 
jobbers at the levels prevailing 
Oct. 21 on eight types of knobs 
and handles, 20 types of door 
locks, 13 types of hinges, 16 items 
of miscellaneous door hardware, 
10 items of window hardware, five 
of screen hardware, and 12 mis- 
cellaneous articles such as house 
numbers, transom chains and snap 
catches. Painted, galvanized, com- 
mercial bronze, hand-drawn cop- 
per, and “Koolshade” fabric win- 
dow screen cloth 
included. The schedule became ef- 
fective Nov. 19. 

Maximum prices shall not ex- 
ceed the highest price at which a 
similar item was sold between 
Sept. 22, and Oct. 21, 1941, to the 
same purchaser. New customers to 
whom no sale was made during 
the month preceding Oct. 21 may 
be charged the top price charged 
a purchaser of the same class, or, 
if no sale of a similar article was 
made during the period, the ceiling 
price is to be determined from the 
price of a related item. In all 


were also 


other cases, the maximum price 


shall be the market price. Sales 
price records for the period must 
be available for the inspection of 
the OPA, and must be maintained 
beginning with November. 
Retailers have been exempted 
from the schedule in the belief 
that they also will apply the Oct. 
21 level to their price lists, Price 
Administrator Leon Henderson 
said. “For retailers to attempt to 
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take advantage of an emergency 
situation by compelling the public 
to pay unreasonable prices for the 
essential articles now brought un- 
der an OPA ‘ceiling’ would be 
profiteering,” he added. “It is the 
duty of my office to see that this 
does not take place.” 


According to the  schedule’s 


* 


definition, the term “retailer” 
means a person who maintains a 
store where 75 per cent of the 
dollar volume of all products, 
whether or not covered by the 
ceiling, represented sales without 
discount, except cash discount, 
from his regular retail prices in 
the six months preceding Nov. 19. 


* 


Products Subject to the Schedule: 


Knobs and Handles 


Knobs 

Handles 

Escutcheons 

Roses 

Key plates 

Push buttons 

Lever handles 

Drop and ring handles 


Locks 
Upright rim knob locks 


Padlocks 
Rim knob locks 
Draw-back knob locks 
Horizontal rim knob locks 
Rim knob latches 
Cylinder rim night latches 
Cylinder rim dead locks 
Bathroom locks 
Sliding door locks 
Communication door locks 
School house locks 
Asylum latches 
French door latches 
Cylinder apartment locks 
Cylinder hotel locks 
Cylinder sliding door locks 
Cylinder mortise locks 
Hotel locks 
Key blanks 

for: 
Outside doors 
Inside doors 
Hospital doors 


Screen doors 
French doors 
Bathroom doors 
Lavatory doors 
Garage doors 
Sliding doors 


Hinges 


Loose pin 

Ball bearing 
Frictionless 

Hinge plates 
Transom hinges 
Floor spring hinges 
Strap hinges 
Showcase hinges 
Screen door hinges 
Cabinet hinges 
Lavatory door strikes and keepers 
Spring hinges 
T-hinges 


Miscellaneous Door 
Hardware 


Door closers 

Door holders 

Door bumpers 

Door stays 

Square spring bolts 
Door pulls 

Door bells 

Door hooks 

Door bolts 

Door checks (screen) 
Door fasteners (chain) 
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Thumb latches 

Push and kick plates 
Panic bolts 

Exit bolts 

Door stops 


Window Hardware 
Window bolts 


Casement window bolts 
Casement window adjusters 
Casement window operators 
French window bolts 
Blind hold backs 

Sash lifts 

Sash fasteners 


Pulleys 
Springs 


Screen Hardware 


Window screen’ brackets and 
corners 

Door screen brackets and corners 

Door screen catches 

Hooks (screen) 

Springs (screen) 


Miscellaneous 


Letter box plates 
Number plates 
Name plates 
House numbers 


on Builders’ Hardware and 
Insect Screen Cloth 


Snap catches 

Closet locks 

Thumb latches 

Transom and sash pivots 
Transom chains 

Transom lifters 

Transom catches 

Spring window bolts 
Screw hooks and eyes 


Insect Screen Cloth 


Painted steel wire 
Electro-galvanized steel wire 
Commercial bronze 
Hand-drawn copper 
Koolshade fabric 


Defense Housing Loans 


‘Procedure Simplified 


RGENTLY needed repairs and 

remodeling to provide housing 
for defense workers will be facil- 
itated by recent simplification of the 
procedure for excepting defense- 
housing instalment repair loans from 
the Federal Reserve Board’s credit- 
controlling Regulation W, Federal 
Housing Administrator Abner H. 
Ferguson announced Nov. 8. 

This action by Defense Housing 
Coordinator Charles F. Palmer is 
expected to aid materially in the 
“Repair for Defense” campaign of 
building and allied industries, in co- 
operation with private lending insti- 
tutions and the FHA. 

At the opening of the campaign 
in September, Administrator Fergu- 
son stated that in the present emer- 
gency, when time is of such impor- 
tance, the conversion and rehabilita- 
tion of old houses, together with 
the maintenance of properties, may 
provide the most accommodations in 
the quickest possible time at the 
most reasonable cost. A large pro- 
portion of such repair loans are in- 
sured under Title I of the National 
Housing Act. 
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Under the revised procedure, ap- 
plications for designation of any re- 
modeling or rehabilitation job as 
“defense housing” (and therefore 
excepted from Regulation W) may 
now be handled entirely by any of 
the 16 field offices of the Division 
of Housing Coordination, without 
being referred to the Coordinator in 
Washington. 

The application may be submit- 
ted, by either the borrower or the 
institution proposing to extend the 
credit, direct to the nearest field 
office. The field representative now 
has the power to act under authority 
given him by the Coordinator. 

As another aid to quick action, 
the form upon which the applica- 
tion has to be made may be repro- 
duced in any quantity needed by 
individuals, lending institutions, etc. 
The official title of the form is “Ap- 
plication for Designation of Re- 
modeling or Rehabilitation as De- 
fense Housing for Exception from 
Regulation W.” Copies may be ob- 
tained from any Federal Reserve 
Bank or branch. 


The definition of “Defense Hous- 
ing” also has been broadened. The 
field representative of the Division 
of Housing Coordination examines 
the information furnished in the 
light of housing requirements for 
persons engaged in national defense 
activities in the officially designated 
defense areas. The rule for designa- 
tion as defense housing reads: 

“If he finds that the proposed re- 
modeling or rehabilitation will in- 
crease the number of habitable 
dwelling units, or is immediately es- 
sential to continue habitation, and 
that the unit or units thus obtained 
are suitable and available for de- 
fense workers, he will issue the 
designation.” 

When the field representative has 
acted upon the application, the 
original will be forwarded to the 
person or institution submitting it 
for attachment to the instrument 
evidencing the indebtedness, and 
will operate to remove the evidence 
of credit from restrictions otherwise 
imposed by Regulation W. 
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Substitute 


TE find and develop substitutes for 


materials needed for defense is one of the problems 
confronting not only the defense agencies themselves, 
but manufacturers, wholesalers, retailers and con- 
sumers, as well. 

The search for substitutes by manufacturers of 
merchandise sold in hardware stores has been going 
on for many months. Unfortunately, some have found 
that, after having settled on a substitute and making 
readjustments for its utilization, priorities were in 
effect for the substitute, requiring them to renew their 
search. 


Materials Likely 
Sold by the 


The list of substitutes which follows was developed 
by the Bureau of Foreign and Domestic Commerce, 
U. S. Department of Commerce, Washington, D. C., 
and was gathered from miscellaneous sources, non- 
governmental and governmental, and is not to be 
considered as complete. It is intended merely to list 
a few of the many possibilities. Items listed in some 
instances are becoming scarce, requiring a substitute 
for a substitute. 

The material is arranged by departments for easy 
reference. It will provide hardware dealers with 
some guide of what to expect in merchandise substi- 
tution for the future. 





Article Material Substituted 


Major Appliances 


Refrigerator Parts 


(ALUMINUM) 

Butter storage units Porcelain enamel 
Cabinets Steel, painted 
Cooling units Porcelain enamel 
Corner trim pieces Plastic 
Evaporator frame Plastic 

Housings Steel and plastics 
Humidifier trim Plastic 


Porcelain enamel, steel, tinned 
copper, heavy waxed paper, 
plastic 

Plastic 

Steel, cadmium-plated, plastics 

Porcelain enamel 

Asbestos board 

Steel, tin-plated 

Plastic 

Porcelain enamel 


Ice cube trays 


Inner door liners 
Interior door fronts 
Meat storage pans 
Panels (back) 

Shelf slide 
Thermometer housing 
Vegetable pans 


Refrigerator Parts 


(STEEL) 

Evaporator Porcelain enamel on steel; cop- 
per. hot tinned 

Doors Preformed plastics 

Cooling units Porcelain enamel 

Shelves Porcelain enamel 


Washing Machine 
Parts (ALUMINUM) 


Agitator Bakelite, plastic, enamel 
Paddles Plastic 

Tubs Enamel 

Wringers Iron 
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Article Material Substituted 


Washing Machine 
Parts (METAL) 


Castor socket and clothes 


bar stud Steel 
Clutch handle and cover 
knob Bakelite 
Drain handle Cast iron and wood 


Pressure adjustment lever Cast iron 
Pump cam, cover, and 


pump control lever Cast iron 
Wringer reset lever and 
reverse lever Cast iron 
Shoe release handle Cast iron, chrome plate 
Wringer lever and gear 
case Cast iron 
Gas Range Parts 
(ALUMINUM) 
Burners Enameled cast iron 


Cast iron 

Copper 
Enameled steel 
Porcelain enamel 
Steel stamping 


Burner heads 
Connectors 

Broiler pans 

Oven liners and broilers 
Vent grilles 


Gas Range Parts 
(METAL) 


Oven liners and _ broilers 


(steel) Porcelain enamel 
Range and 
Heater Trim Plastic 
(NICKEL) 
Range and 
Heater Trim Plastic 


(CHROME) 
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Article 


Electric 
Range Parts 
(ALUMINUM) 


Cooker 

Cooker pail 

Economizer sheet 

Outer wall of thrift cooker 


Vacuum Cleaner 
Parts 
(ALUMINUM ) 


Material Substituted 


Enameled steel 

Porcelain enamel 

Porcelain enamel steel 

Two walls—one porcelain en- 
amel — the other heavily 
tinned steel 


Dome Plastic 

Hoods Plastic 

Nozzles Plastic 

Kerosene 

Range Parts 

(ZINC) 

Tanks Glass 

Oven linings Glass 
Housewares 

Housewares 


(ALUMINUM) 


Bottle caps 


Cafeteria trays 
Baking sets and dishes 
Pots and pans 


Roaster utensils 

Thermometers 

Top and drip on coffee 
makers 

Infant feeding sets 

Picnic jug tops 

Electric appliance parts 

Vacuum bottle, cup and 
shoulder 


Housewares 


(STEEL) 


Utensils containing chro- 
mium and nickel 
Kitchen utility cabinets 
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Paper, sheet steel protected by 
paint and plastic; or plastic 
alone 

Plastic 

Tin, plastic and glass. 

Porcelain enameled steel; en- 


ameled pressed steel; cast 
iron; glass; stainless steel 
Glass and enamels 
Steel 
China 
Enamelware—steel base 
Plastic 


Chromium-plated steel 


Tin or plastic 


Porcelain enamel 
Wood 





Article 


Housewares 


(METAL) 


Cooking utensils—Nickel 


Cans—Tin 


Cork 


housewares — 


Bottle caps 

Electrical 
Chrome 

Grills, toasters, waffle irons 

Nickel 

Hand grinders—Chrome 

Kerosene range kindlers— 
Asbestos 

Stainless steel 


lery—Nickel 


table cut- 


Material Substituted 


stainless; cast iron; 
porcelain; glass, etc. 
waxed paper cartons, 
bags of chlorinated rubber, 
flash plating of silver or pig- 
ments of various colors added 
to lacquer; untinned sheets, 
welded; very thin nickel-tin 
coating, cover with lacquer 
Rubber derivatives and plastic 


Chrome 


Glass, 


Sprayed enamel 


Plastics, paper, glass 
Cadmium finish 


Glass 


Chrome steel 


Hardware 


Hardware 


(BRASS) 


Building Hardware 


Plastics and glass 


(BRASS and COPPER) 


Door knobs 
Switch plates 
Trim 


Cabinet Hardware 


(ZINC) 


Other Hardware 


Chime housings — Alumi- 
num 

Wall brackets—Brass 

Flag pole sockets—Brass 

Bicycle locks—Brass 

Bow chocks—Brass 

Bow cleats—Brass 

Fly screen—Bronze 

Hose adapter—Aluminum 

Hosing, tubing, packing 
gaskets—Rubber 

Linoleum—Cork 

Linoleum edging 
num 

Manila rope 

Wire—Copper 


Alumi- 


Plastic 
"Plastic 
Plastic 


Steel 


Plastic 

Steel 
Malleable iron 
Cast iron 
Malleable iron 
Malleable iron 
Plastic 

Steel 


Synthetic rubber 
Wood flour 


Stainles steel 
Grade “C” rope 
Cadmium plate on steel 


(Continued on page 60) 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 
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Try and Try Again! 


i NCE is a 


quality much desired and admired 
by all people. It is something 
worth cultivating and developing. 
One way to do it is to keep on 
trying. If you are one of the mem- 
bers of the club who have taken 
part in these contests, but so far 
have not won either a major prize 
or an award of honorable mention, 
you know what we mean. Let us 
recommend to you these words of 
wisdom by William E. Hickson: 
“Tis a lesson you should heed. 
Try, try, try again. 
If at first you don’t succeed, 
Try, try, try again.” 


There will come a time when 
you will be called to the winners’ 
circle; of this we are sure. So keep 
on trying. 


This month Lena Day, DeVore 
Hardware Co., Monongahela, Pa., 
and R. P. Lewine, J. M. Baer 
Hardware, Tyler, Tex., winners of 
honorable mention awards in pre- 
vious contests, forge ahead into 
the major prize winners’ circle. 
John P. Feroglia, Kellogg Hard- 
ware, Kellogg, Idaho, joins them 
as one of the major prize winners 
for the first time. 

Our heartiest congratulations to 
all of you! May you continue to 
be out in front! 


Judging Contest Entries 

It has occurred to us that per- 
haps you members would like to 
know how the editors of Harp- 
WARE AGE judge the many con- 
test entries received 
each month. Well, 
each entry is num- 
bered and dated 


when received and then held 
in a folder until the closing date 
of the contest. These are then sub- 
mitted to each editor in turn (five 
of them), for judging. Each makes 
his selection of the three major 
prize winners and picks at least 
10 entries for honorable mention 
awards. The entry number of 
each is put down on his reporting 
sheet. Final winners of first, sec- 
ond and third prizes are deter- 





mined from these reports by ap- 
plying a scoring system. 

Scoring points are determined 
for each entry in this select group. 
The one with the highest number 
of points is declared the winner of 
the first prize money, and so on 
down. 

That’s all there is to it. Very 
simple, fair, and accurate. No 
judge knows of the selections of 
the other until all have voted. We 
are even surprised ourselves at 
how well we agree on the winners 
of these contests. 





The Winners of the 
October Idea Contest 


The editors of HARDWARE AGE acting as judges, 
have selected the following first, second, and third prize 
winntrs of the October Idea Contest which called for 


answers to the following: 


“What types of service, repair or shop work 
do you offer.and sell to customers, and what 
types do you think you might add which 
would result in new income to your com- 


pany?” 
FIRST PRIZE — $5.00 
Won by 
LENA DAY 
DeVore Hardware Co., 
Monongahela, Pa. 


“We have a 25-ft. and a 50-ft. 
sewer rod which we rent out by 
the day, and it is not only profit- 
able for us but it is a convenience 
to customers. They need such a 
rod occasionally but would not use 
such an item often enough to 
justify its purchase. 

“We also sharpen ice skates and 
re-tire wheels. The equipment used 
for this work has paid for itself 
over and over again. Installation 
of window glass either in the store 





LENA DAY 


or on the premises is a profitable 
service which we render. A sale 
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of glass is almost always a part of 
such transactions. 

“‘Hatchets, axes, knives, and scis- 
sors are sharpened, too. We keep 
a sharpening stone in the store 
where customers can do their own 
sharpening free of charge, if they 
prefer. 

“Another very profitable service 
which we offer is that of making 
keys. We have a large selection 
of key blanks and a key machine 
on which we can duplicate most 
any type of door or automobile 
key. 

“In addition to these, we install 
stove and furnace parts, most of 
which are special orders. All of 
these jobs are profitable and ap- 
preciated by our trade.” 


x * * 


SECOND PRIZE — $3.00 
Won by 
JOHN P. FEROGLIA 
Kellogg Hardware 
Kellogg, Idaho 


“We have created a ‘Fix-It’ 
shop wherein we do just that. 
Soldering, mending and replacing 
worn or broken parts are a few of 





JOHN P. FEROGLIA 


the many jobs turned out. A 
charge is made for the labor where 





no material is required. If repair 
parts are to be installed, no charge 
is made for the time, provided the 
repair parts are sold by the store. 

“We are now creating a ‘Ski 
Nook’ where customers may repair 
skiing equipment and other sport- 
ing goods. A complete stock of 
items used in this repair work is 
to be carried and many extra sales 
should result.” 


x *«* * 


THIRD PRIZE — $2.00 
Won by 
R. P. LEWINE 
J. M. Baer Hardware 
Tyler, Tex. 


“Several years ago we started 
a repair and service department 
for the following: gasoline lan- 
terns and irons, casting rods, fly 








You receive $1.00 for each idea 
considered worthy and accept- 
ed for publication. Watch these 
pages of successful ideas. 


rods and reels, and sharpening and 
adjusting of lawn mowers and 
hedge shears. 

“These services brought us 
more new customers than any 
other thing we have tried. The net 
profits are so good that we expect 
to add other services, such as the 
repair and servicing of guns, gas 
heaters and gas ranges. 

“Reasonable charges are made 
for these services and customers 
have come to realize that they can 
save money by bringing their re- 
pair work to us. These service 
departments are very helpful in 
selling goods too. Many customers 
prefer to purchase items from our 
company because of the repair and 
adjustment services we have avail- 
able. We always try to give the 
best service possible and to do 
thorough work.” 


Honorable Mention 


The judges award the rating of Honorable Mention and a 
payment of $1.00 to the following contestants whose entries, 
though not winning one of the major prizes, were considered 


worthy of publication. 


WILLIAM VICKERY, Bar- 
clay Hardware, Pleasant- 
ville, N. Y. 


“We do a lot of bicycle repair 
work which nets us not only an 
income from the labor but also 
sales volume on bike accessories 
of all kinds. Sales of paint are 
made too when the customer wants 
to refinish the bicycle. 

“In our repair department we 
fix anything from electric ice 
cream freezers to lawn mowers. | 
also think if we added glazing of 
window sash to our services we 
might secure additional income. I 
believe it might be a good idea if 





we started a sharpening depart- 
ment for lawn mowers, knives, and 
other items.” : 


* * 


Cc. M. BENNETT, Bennett 
Hardware, Moorefield, W. 
Va. 


“We maintain a rental depart- 
ment on the following: electric fly 
sprayer, 25 cents per day; flame 
sprayer, 25 cent per day; white- 
wash sprayer, 25 
cents per day; wa- 
ter ballast lawn 
rollers, 75 cents 











per day; electric floor sanders, 
75 cents per hour. 

“Some day we hope to repair 
radios, sharpen lawn mowers, and 
have a line of home workshop 
power tools which customers may 
rent.” 

x * &* 
H. M. DOUGLAS, W. H. 
Douglas, Hardware, Com- 
merce, Tex. 


“We do all kinds of sheet metal 
repair work, make and install re- 
pairs to plumbing, and are equip- 
ped to service a number of differ- 
ent makes of oil cook stoves and 
heaters. 

“During the holidays we repair 
toys of all types. 

“We think it might be profitable 
for us to add repairing of electri- 
cal gadgets, fans, irons, etc., and 
also do radio repair work.” 


* * * 


LUTHER HARBIN, Gads- 
den Hardware Co., Gads- 
den, Ala. 


“Our rod and reel repair service 
brings many tackle customers to 
our store. We put on new guides 
and tip tops and repair broken 
guides. We charge unly for the 
parts used (which is plenty) and 
no charge for the service. A card 
on our tackle counter explains this 
to the customer. 

“This service has been quite a 
drawing card for the store and has 
increased our tackle sales con- 
siderably. Three men work in the 
sporting goods department, all are 
fishermen and all can repair rods 


and reels. Near our tackle counter 
we have set up a small work space 
for repairing these items. Equip- 
ment such as electric soldering 
iron, soldering paste, acid core 
solder, emery cloth, etc., is avail- 
able here for quick repair work. 
Quick service is what the fisher- 
man likes and we give it to him. 
It’s profitable to us and it pleases 
them.” 
x wk * 

NORMAN GENTRY, Tarkio 

Hardware Co., Tarkio, 

Mo. 


“We offer our customers a re- 
pair service on gas (gasoline, we 
presume) irons, lamps, lanterns 
and stoves. This is a popular ser- 
vice for most of our customers 
come from rural areas not all of 
which have electricity as yet. 


“Doing high quality repair work 
builds completely satisfied cus- 
tomers. They tell others about our 
repair work and such word-of- 
mouth advertising we consider bet- 
ter than any other type. 


“Repair work often leads to the 
sale of new merchandise. This is 
often true when the item to be 
repaired is old and likely to break 
down again in the near future. 
Customers appreciate advice of 
this type. In sveral instances, 
major appliance sales have re- 
sulted from leads secured as a re- 
sult of repairing some smaller 
item. 


“Maintenance of a good stock 
of repairs is very important and 
assures prompt service in repair 
work. Customers appreciate this 
very much.” 





HERE’S AN IDEA FOR CHRISTMAS! 
Puts Customer’s Name on Seat of New Bicycle 


“When a customer buys a 
bicycle we put his or her name on 
the back of the saddle without 
charge. This is done with an elec- 
tric pen on gold paper. This stays 
on, is easily done and helps dis- 
courage theft of the bike. It brings 
us considerable business for the 
children want the folks to buy the 
bicycle where their name will be 
put on the seat. 

“Each bike also has a shop 
check-up before it leaves the store. 
This consists of piling carefully, 
checking wheels, inflation of tires, 


and proper adjustment of seat, 
handle bars, etc. A_ re-check 
within 30 days after date of pur- 
chase is also offered free. Build- 
ing good will in this way has 
helped us sell more than 300 
bicycles every year. When a cus- 
tomer comes back for accessories 
such as a basket, new batteries for 
lamp, etc., we install the item free 
provided it takes no great amount 
of time.” 

A. H. Benson, 

Schlafer’s, 

Appleton, Wis. 








THE TOUCH THAT ADDS DISTINCTION 


A sign reading “Jungleland-Babyland” together with the clever use of decorative 
paper served to dress up these wall displays of stuffed toys and dolls in the 
store of Otto Herrmann, Inc., Glendale, N. Y. This attractive set-up was pro- 
duced at very low cost and served to emphasize an otherwise unadorned display. 


26 


HARDWARE AGE 


















: 


“AL 








Sites 





fat 
bot 
be] 
Sar 
v 





Hardware Winners 


in Sixth Annual Modern Plastics Competition 
Spansored by Modern Plastics, New York City 





These plastic roller skate wheels of the 
Union Hdwe. Co., Torrington, Conn., are 
of one-piece, impact resistant, provide 
better traction for turning and stopping 
and are impervious to weather conditions. 


This winner, the Su- 
per Juicer of the 
Dazey Churn & Mfg. 
Co., uses “Polystrene” 
for its bowl, strainer, 
and reamer, and “Lu- 
cite” for the crank 
and knob. Both are 
combined to make a 
colorful, sanitary and 
efficient product 





The Easy Washing Machine Corp., Syra- 
cuse, N. Y., won with the drying center post, 
dryer basket bottom, and dryer ring, all mold- 
ed plastic parts which comprise the spin dryer 
of its de luxe model. These parts can be pro- 
duced in a variety of colors. 
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Twin Mfg. Co., 
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nd wooden doors 





Lumelite” reflecting letters are the 
prize winning product of the Lumelite 
Corp., New York City. They have an 
entirely reflecting surface which the 
manufacturer states, is said to be 
completely non-glare or high-spotted. 


Three plastic materials 
are used in this vacuum 
cleaner Motor and sup- 
ports, wheels, light socket, 
name plate, medallion and 
handle are all of plastic 
and provide a lighter ma- 
chine and one that is easy 
to manipulate. This vacu- 
um cleaner is made py the 
Eureka Vacuum eaner 
Co., Detroit, Mich 
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How to Merchandise 


By KENNETH A. HEALE 


Associate Editor 
of Hardware Age 






























































= deal- 


ers can develop good volume and 
a worth while profit in the sale 
of major appliances. When they 
sell a group of related appliances 
—as in the case of kitchen projects 
—the profit possibilities are even 
greater. Many hardware dealers 
sell the model kitchen idea. Some 
have also gone into the selling of 
complete home laundries. As _ is 
the case in merchandising of com- 
plete kitchens, the dealer handling 
laundries as a complete set-up 
does not make all of his profits in 
such projects by supplying the 
major appliances alone. He can 
and should go after the extras— 
paint, lighting equipment, unfin- 
ished chairs, tables, hampers, iron- 
ing boards, automatic electric 
irons, etc. If he also employs elec- 
tricians and plumbers he can 
count on even greater profits. 

Several years ago women’s mag- 
azines started a movement to “take 
the laundry out of the basement.” 
Active hardware dealers can sell 
that idea in their own communi- 
ties. When you show the house- 
wives in your area that properly 
equipped and practically arranged 
laundries will conserve energy, 
give more leisure time and, in the 
long run, save money you are using 
excellent selling ammunition. 

As a matter of convenience 
many women prefer to have their 
home laundries located on the first 
floor adjoining the kitchen. Others 
prefer the basement set-up. No 
matter how you look at it, there is 
profit in the modern laundry idea. 
Where basement laundries are to 
be installed, special provisions 


must be made so that they will be © 


pleasant and well lighted working 
places. Wherever located, the 


laundry should be planned to 
eliminate unnecessary footwork. 
It must be large enough for com- 
fortable working, yet not so large 
that the operator will have to take 
too many steps. A large eastern 
department store sells the public 
the idea that smartness and thrift 
go together. With the proper ap- 
proach the idea can be sold to 
housewives in your community 





“If you have a model laundry 
set-up you have a much greater 
opportunity to sell the idea 
of a complete installation.” 


that it is both smart and thrifty 
to do their own home laundering. 
In these days of mounting taxes 
and increased living costs, the ap- 
peal of saving money is particu- 
larly strong. This is true despite 
the fact that many families are en- 
joying increased incomes due to 
the defense program. To the hard- 
ware dealer there is the strong 
appeal of selling larger bills of 
merchandis and service—running 
into hundreds of dollars. 


Here’s How to Sell ’Em! 

1—Have an attractive model 
laundry display. 

If you maintain a model laun- 

dry set-up you have a much 
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the Modern Laundry Idea 


Selling the complete home laundry 


set-up means a worth while profit 


to the hardware dealer which can 


be substantially increased by the 


sale of numerous related “extras 


greater opportunity for selling the 
idea of the complete installation. 
This model laundry should be at- 
tractively painted. If windows or 
representations of windows are in- 
cluded, drapes, curtains or shades 
might well be used to add the 
proper atmosphere. In fact, a 
painted landscape showing through 
the “window” would add to the 
effectiveness of the display. And 
there should be chairs for pros- 
pects to use while the salesman is 
engaged in selling the idea. 


2—Sell the idea. 


Instead of selling Mrs. Jones a 
washing machine, ironer, tubs, 
ete., as so much merchandise and 
equipment, sell her the idea of the 





“Offer to call for the wash at a 

time convenient for the prospect 

to make a visit to your model 
set-up.” 


modern home laundry in terms of 
thrift, convenience and utility. Ex- 
plain to her the different basic 
laundry layouts. The Woman's 
Home Companion in its booklet 
“Clean Clothes,” outlines the 
three basic laundry layouts as fol- 
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low: “1—The straight space.—If 
you have a long, straight wall 
space, the equipment can be ar- 
ranged in a row. The sorting cab- 
inet on one side of the tubs, the 
washer on the other, make for 
proper routing of the clothes. 2— 
The U-shaped space . . 
the most seclusion from people 
passing to and fro and is an ex- 
cellent arrangement. Good light, 
an important feature, falls where 
most needed on tubs and washer. 
3—The L-shaped space.—If the 
available space happens to be a 
corner, the equipment can be ar- 
ranged L-shape. This also is a 
good step-saving plan in which the 
worker need not be bothered by 
passers-through.” 


. provides 


3—Quote prices for complete 
installation. 


Many hardware dealers have 
found that quoting the cost per 
item of equipment for a modern 
kitchen scares the prospects, and 
that telling the complete cost of 
the entire installation is better. 
This is also true in the case of 
laundry set-ups. Then, if the cost 
is too high, substitutions of some 
lower-priced equipment are in 
order. 


4—Offer to plan laundries. 


If your windows are not large 
enough to accommodate a com- 
plete laundry installation, at least 
display a washer and ironer with 
talking cards suggesting that 
people discuss the idea with your 


staff. 





5—Follow the laundry trucks. 


As in the sale of washers, etc., 
keeping tabs on laundry truck 
calls can provide a large list of 
prospects for complete set-ups. 
Such a checkup can be made by 
school boys, married women wish- 
ing to make some extra money, or 
even by school girls. 


6—Use “before” and “after” 
pictures. 

A good sales stimulant is the 
maintenance of a file of “before” 
and “after” pictures. Show in- 
stallations made by your store, 
and have the prospect compare the 
room or space utilized for the new 
laundry with the space as it ap- 
peared before the improvement 
was made. 


7—Permit time payment 
sales. 

“Gyp” competition will be less 
of a factor in the hardware dealer’s 
competitive picture now than ever 
before. By careful attention to the 
credit rating and paying ability of 
prospective time payment buyers 
the hardware dealer has a real op- 
portunity to make worth while 
sales. This is true because of Regu- 


29 











lation “W” affecting retail mer- 
chants as issued in bulletin form 
by the Board of Governors of the 
Federal Reserve System. Under 
this regulation, sales of washing 
machines and ironers designed for 
household use can be made for 
periods not in excess of 18 months 
and the maximum credit value in 
per cent of basis price shall be not 
more than 80 per cent. On water 
heaters designed for household use 
there is also an 18-month limit and 





“A woman can point out the ad- 
vantages of the equipment from 
a woman’s point of view.” 


the maximum credit value in per 
cent of basis price may not be 
more than 85 per cent. On plumb- 
ing and sanitary fixtures designed 
for household use the requirements 
as to credit and pay period are the 
same as on water heaters. The 
basis price under this regulation, 
“shall be the bona fide purchase 
price of the article and accessories 
purchased, including any sales 
taxes thereon and any bona _ fide 
delivery and installation charges, 
minus the amount of any allowance 
made by the seller for any article 
traded in by the purchaser (includ- 
ing as such a trade-in anything 
which the seller buys or arranges 
to have bought from the purchaser 
at or about the time of the pur- 
chase of the listed article)”. 

All hardware dealers selling 
merchandise on installment con- 
tracts are subject to the regulation 
whether they carry the paper or 
have it refinanced by a finance 
company. Merchants have been 
granted a general license to engage 
in the selling of goods on install- 
ment terms until Dec. 31, 1941, by 
that regulation. After that date a 
license is required and may be ob- 
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tained by filing with the Federal 
Reserve Bank of the district in 
which the dealer is located. This 
regulation was reported on in the 
Oct. 2, 1941, issue of HARDWARE 
Ace beginning on page 28. Li- 
censes should be applied for now. 


8—Know electric rates. 


Instead of assuring Mrs. Jones 
that “it doesn’t cost much to oper- 
ate an electric laundry,” know the 
local power rates and approximate- 
ly how much it costs each month 
to operate such a set-up. Facts 
and figures always make a greater 
impression than a casual state- 
ment. 


9—Show equipment in special 
department. 


Whether the laundry equipment 
is shown with other major appli- 
ances or is apart from all other 
types of appliances, it should be 
separated in some way from the 
general hardware lines. This can 
be accomplished by having it on 
another floor, in a partitioned off 
space or in an annex building. 
Separating the appliances from the 
general display room is a distinct 
advantage, because customers are 
thus freed of the distractions 
caused by the coming and going 
of customers making quick pur- 
chases. 


10—Contact domestic science 
classes. 


The plan of contacting domestic 
science courses in sthools is worth 
while if for no other reason than 
the publicity it will generate. Spon- 
soring an occasional _ special 
demonstration for such classes 
builds plenty of publicity as well 
as good will. School news is con- 
sidered good copy by most news- 
papers — particularly in smaller 
towns. 


11—Provide repair service. 


Repair service on _ laundry 
equipment is a “must” more than 
ever before. When you sell a 
woman a complete laundry outfit 
—including washer and ironer— 
the knowledge that she can get 
repair service through your store 
is a good sales clincher. Some 
dealers send one or more men to 


manufacturers’ plants to learn 
how to service and repair appli- 
ances. Have your service man give 
a thorough report as to the condi- 
tion of the machines and other ap- 
pliances he may be able to see. 
The dealer’s prospect list on other 
items is considerably increased if 
this is done. 


12—Offer to do a week’s wash 
at the store. 


The offer to do a “week’s wash” 
is a big help when you want to sell 
a complete laundry set-up. Since it 
is hardly practical to demonstrate 
both washer and ironer in a pros- 
pect’s home, in certain instances, 
offer to call for the wash at a time 
convenient for the prospect to 
make a visit to your model set-up. 
Getting her to the store for such a 
demonstration is really helping to 
create desire for an entire installa- 
tion. 


13—Have saleswomen. 


Have at least one saleswoman 
in your appliance department. A 
woman can point out the advan- 
tages of the equipment from a 
woman’s point-of-view, rather than 
from a man’s angle. 


14—Keep accurate prospect 
lists. 
When a dealer who is going 
after sales of complete laundry in- 
stallations sells a washer or ironer, 








2& SONS HARDWARE 





“Demonstrating laundry equip- 

ment in a window will help 

broadcast the fact that you have 
such lines.” 


recording that sale on an active 
prospect list for later follow-up 
can be of invaluable assistance in 
making a bid for additional sales. 
This is particularly true when a 
complete installation cannot be 
(Continued on page 69) 
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“="] DEALER “Sn.” LETTER [= 


When a customer asks: 
WHAT SHOULD | . 
USE TO SHOOT 
GAME and VERMIN? 


Answer: Kleanbore Hi-Speed 
.22’s! If you’re shooting cot- 
tontails, prairie dogs, wood- 
chucks, or foxes, stick to hollow 
point long rifle bullets because 
of their flatter trajectory and 
greater shocking power. For 
smaller game or shorter ranges, 
shoot solid point Kleanbore 
Hi-Speed bullets. 


SUPPOSE HE’S 
GOING PLINKING? 


Then give him New Improved 
Kleanbore .22’s! They deliver 
just the right amount of power 
for whanging away at old tin 
cans, for informal target 
shooting. They’re perfect for 
hunting when medium power 
with less noise than Kleanbore 
Hi-Speed .22’s is desired. 
You’re always safe in telling 
your customers they have 


moderate power, target speed.: 


Please your customer by 
giving him the right ammuni- 
tion for better results. 


( Adcertisement ) 
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THE HARDWARE STORE... 


SANTA CLAUS’ FIRST 
PORT OF CALL! 


At Christmas, people like to get—and 
give—permanent, lasting equipment 
and appliances, the kind of merchan- 
dise the hardware retailer is admi- 
rably equipped to sell, install and ser- 
vice. Today, up-to-date hardware 
stores have gifts for everybody— 
toys, radios, electrical appliances, tools, 
utensils. The guns, ammunition, fish- 
ing tackle, camping goods, and out- 
door clothes they sell make perfect 
gifts for men and older boys. In fact, 
people go to hardware stores today to 
find the ideal combination of qualities 
in gifts—acceptability, durability, and 
practicability. 

Hardware stores can also do a prof- 
itable business in auxiliary Christmas 
goods—tree lights, bulbs, trimmings, 
stands, wreaths, and fancy wrappings. 

Help your Christmas sales hit the 
top—with direct mail, handbills, 
bright displays, and lights. . . . Cus- 
tomers appreciate colorful “Christ- 
masy” store decorations and wrap- 
pings—and they don’t cost a great 
deal. Add everything up, and you’ll 
see that Christmas is the season for 
extra hardware profits—for the deal- 
ers who go after them. 
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SHELLS ARE AS GOOD AS 
YOU SAY THEY ARE, WILL 
MY HUSBAND BE SURE 
TO GET DUCKS? 





| (ir THESE NITRO EXPRESS * ff 











































MADAM, THE ONLY WAY 
TO BE SURER IS TO 
RAISE ‘EM YOURSELF! 
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Merchandising Mike says... 
“Put in a Good Word 
for the Products 
You Sell !”’ 





“T recently had a talk with 
an up-and-coming hardware 
dealer who had a very smart 
scheme for getting extra 
coverage for his direct mail 
pieces. In addition to his 
usual mailings and the use 
of such material for bill en- 
closures, he placed a num- 
ber of small folders by the 
wrapping desk. As the clerks 
wrapped up a purchase, they 
inserted a single piece of 
literature in the package. 
The dealer found this a very 
effective and easy way to get 
additional distribution of 
literature, and consequent 
sales. 


* “Kleanbore,”’ ‘‘Hi-Speed’’ and ‘“‘Nitro Express’’ are Reg. U. 8. Pat. Off. by Remington Arms Co., Inc., 








A DOG’S LIFE 
by ROVER 





mm 
"Thank goodness the boss is shootin’ 
better today—must be those green 
Nitro Express shells he's usin'." 





"Wow! Here | go again! If this keeps 
up, we'll have our limit in no time!"’ 





"lt just began to pour rain. . . . Those 
green shells work fine—must be Wet- 
proof. And those corrugations make 
handlin' easy. Wonder why everybody 
doesn't use Nitro Express? A dog's 
life would be lots happier if they did." 


Bridgeport, Conn. 
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Tables, such as this, feature a wide variety of 
andirons and logs for fireplaces. In circle— 
this display of fireplace 
attention of customers as they enter the store. 





sets attracts the 


Turns Fireplace Equipment 
Stock Eight Times a Year 


{ Odell Hardware 


Co., Greensboro, N. C., merchan- 
dises fireplace equipment through- 
out the entire year and, as a re- 
sult, turns its stock more than 
eight times. Christmas is the peak 
of the selling season for these 
items make ideal gift goods. They 
are also featured as one of the 
most acceptable gifts for June 
brides. Every home in this terri- 
tory needs this type of equipment 
as a supplementary heating unit 
and it also is decidedly decorative 
for the home. 

“With the increased building in 
this community, our sales of fire- 
place equipment have grown 
greatly over previous years,” says 
L. A. Hartsook, manager of the 
retail store. “Of course, we give 
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a lot of space to the display of this 
line and continually feature it in 
our advertising and windows. We 
carry a large stock with lots of 
variety in both design and quality. 
This is very important if you ex- 
pect to sell all types of customers.” 

Two tables at the front of the 
store are used to show andirons, 
artificial electric logs and wood 
and coal baskets. A special fixture 
built around a post in front of the 


front door shows fireplace fixture 
sets on steps at different levels. 
These displays attract plenty of 
attention and are kept clean and 
neat all of the time. 

A sizable display space in the 
windows also is devoted to show- 
ing this enfire line once each 
month. While this display is in 
the window, advertisements on the 
line are inserted in the local news- 


papers. This action, added to the 


Odell Hardware Co., Greensboro, 
N.C., features the line through- 
out the year—for Christmas gifts 
as well as for weddings in June 
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No. CU-632 
Conventional 


More than ever before Gibson for ’42 is designed to 
Lk. 
2. Do a better job on the sales floor—because prospects 

can see—touch and understand the new, different and 

. you don’t depend on mere conversa- 

tion or added-on gadgets to “create” a reason for a 

is really 


If you want a GOOD refrigerator operation in 1942, 
go ahead with Gibson! — 


Here's the answer: Fewer models in the line—more 
selling features in each model. The 1942 Gibson 
actually does more for the user . .. it's the refrigera- 
tor for the customer who can appreciate the best 
and pay for it. There's a low-priced conventional 
model in the line, too, for point-by-point compari- 
son with the other four exclusive Freez'r Shelf 
models. 

New Strata-Zone Food Conditioning (a further development 
of the famous Freez'r Shelf) is the big news to attract the 


best prospects . . . see the new Gibson line now at your 
Gibson distributor's! 


Ten Advertisements in LIFE from 
January through August, 1942, in 
addition to Gibson's regular geared- 
to-the-dealer country-wide news- 
paper advertising campaign. 





F -782 


rator with Chill-Drawer with Chill-Drawer 


Really do a better job in the kitchen. 
better design. . 


higher price. Gibson really does more... 
worth more! 


















New 1942 Gibson Kookall Electric Range 
Line, also geared to the times . . . 3 models 

. one for the luxury trade, another for 
high-to-medium incomes, and another for 
medium-to-low incomes. More value and 
more reasons for buying Gibson Electric 
Ranges in ‘42 than ever before. 


No. F -662 No. F -682 No. F- 
Regular Freez’r Shelf De Luxe Freez’r Shelf De Luxe Freez’r Shelf 
with Chill- Drawer 




















No. SF-792 
Super Freez'r Shelf with Moist Chiller 





Six-quart, heavily insulated Kookall (deep well 
cooker) . .. Seven-heat Switches . . . Waist-high 
Smokeless Broiler . . . Complete Oven Timing 
Equipment and Minute Watchman Installed on 


Two Models (optional on the third) . .. Eye- 
Angle Instrument Panel (no stooping) . . . Two- 
Element Oven, 16"x16"x20" . . . Flavortight Oven 


Seal and Hand Packed Fiberglas Insulation . . 
Tip-proof Oven Shelves . . . many other extra-value 
features .. . see them at your Gibson distributor's! 


GIBSON ELECTRIC REFRIGERATOR CORPORATION, GREENVILLE, MICHIGAN 


Export Office: 201 N. Wells St., Chicago, U. S. A. 


Cable Address: Gibselco, Bentley Code 


Makers of Freez’r Shelf Refrigerators and Kookall Electric Ranges 


NOVEMBER 27, 1941 
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A complete display of fireplace equipment of all kinds 
is featured in one of the store’s windows each month. 


store display, gives a well rounded 
merchandising effort throughout 
the year and this has produced 
excellent results. 


Ensemble Selling 


“Fireplace equipment lends it- 
self to ensemble selling,” says 
Mr. Hartsook. “Our salesmen try 
to sell all the equipment for this 
spot in the home. They are well 
trained and can suggest various 
sets to fit into the owner’s type of 
home or decorative scheme. En- 
semble sets in black finish start at 
$25.00. 

“Our prices on black fireplace 
fixture sets start at $2.50 with the 
highest priced set $8.00. In brass, 
prices range from $7.50 to $50.00. 
We carry fire logs priced from 
$2.00 to $10.00 also. 

“This is a decidedly interesting 
line to sell, and when a sale is 
concluded it usually represents 
a worth while addition to the 
store’s volume.” 


Labor Costs Advancing Faster 
Than Productivity 


STUDY of wages in manufac- 
A turing industries prepared by 
the Research Division, National As- 
sociation of Manufacturers, New 
York City, shows some startling 
facts. The report’s conclusion in- 
cludes the following statement, 
“From 1929 to 1940, labor costs per 
man-hour in manufacturing in- 
creased 20 per cent (see Chart A) 
output per man-hour, in the same 
period, increased 40 per cent. Thus, 
industry was able to reduce lahgr 
cost per unit of product by 15 per 
cent. This trend has been reversed 





wn 00 
Chart A—Per cent increase or 
decrease over 1929. 
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LABOR COST 
PER MAN-HOUR 







OUTPUT PER MAN-HOUR 
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Chart B—October 1940-June 1941. 


since the defense program began 
(see Chart B). From October, 
1940, through June, 1941, labor 
costs per man-hour increased 11 per 
cent, but output per man-hour in- 
creased only 1 per cent. According- 
ly, labor costs per unit of output in- 
creased 10 per cent. It would ap- 
pear that rising labor costs are not 
being offset by further increases in 
output per man-hour.” 


A Threat to Industry 


The report states that, “to fix con- 
trols over the price of finished manu- 
factured goods without stabilizing 


wage rates will threaten, and may 
impoverish manufacturing industry.” 
Further the report says that rapid- 
ly accelerating labor costs per man- 
hour as compared te output per 
man-hour, stimulated by defense pro- 
duction since October, 1940, may 
force the United States into a “dif- 
ficult post-war adjustment period 
with wage rates far out of relation 
to the purchasing power of con- 
sumers of manufactured products.” 


From 1929 to 1940 


Labor costs and productivity in 
the period from 1929 to 1940 are 
shown on the charts appearing with 
this article, as well as the same in- 
formation for the period from Oct., 
1940, to June, 1941. The report will 
be presented for consideration by 
the Resolutions Committee of the 
46th Annual Congress of American 
Industry to be held at the Waldorf- 
Astoria, New York City, Dec. 1-5, 
1941. 
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No. 8840 GRINDING WHEEL 
DISPLAY ASSORTMENT 


NCLUDED in this No. 8840 assortment of 

Carborundum-made general purpose grinding 
wheels is at least one wheel that’s a “must” for any shop 
or garage mechanic, farmer or craftsman who enters 
your store. This assortment represents opportunities 
for steady profits, year in and year out. 
The handsome display cabinet illustrated, lithograph- 
ed in three colors, is supplied with an assortment of 
37 Aloxite Brand Aluminum Oxide Wheels in popular 
sizes, grits and grades. Sizes range from 3” x 14" x 1” 
to 6"x 1"x 1", in both 100-) and 60-J grading. Total 


ARE YOU GETTING YOUR SHARE 







of this 


STAPLE 
BUSINESS? 








list price is $93.70 (subject to discount), and sets of 
metal reducing bushings, reducing to 14", 34", 5", 4’, 
34” and ,°;" are included. Size of display is 22” by 1014” 
by 1014"/714". Shipping weight with stock approxi- 
mately 81 Ib. 

Don’t miss out on this year-round money-maker. 
Write for assortment No. 8840, place the cabinet on 
your counter and ring up more sales. 

But don’t be content with this wheel assortment alone. 
Make sure you carry the full line of Carborundum- 
made sharpening stones, abrasive paper and cloth, etc. 





THE CARBORUNDUM COMPANY e« NIAGARA FALLS, N. Y. 


REG. U. 8. PAT. OFF 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 


NOVEMBER 27, 1941 


(Carborundum and Aloxite are registered trade-marks of and indicate manufacture by The Carborundum Company ) 
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A special arm holds guns 
at an angle and adds to 
the capacity of this 

wall case. Ammunition 
is shown at right. 


Employees’ Interest in Sports 


Helps Build New Business 


| D.F.Kusel Co. of Watertown, Wis., 

HE D. F. Kusel Co. : 
of Watertown, Wis., alaiaan encourages Its staff to take an 
its employees to take active parts active part in all local events 


in local sports affairs. No matter 
what the event may be, there is 
always a member of Kusel’s staff 
on hand to work for its success, 
with the result that there is an 
ever increasing number of sports 
devotees in this city of approxi- 
mately 11,000. 

Naturally the demand for sport- 


Wm. Kusel, manager of the 
department, explains some 
of the features of shoe 
skates to Herbert Cahoon. 
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When you are looking for a particular product or a 
line of merchandise do as most regular users of the 
Directory Number do—use the Green Index first. 


It will probably lead you at once to the actual catalog 
data of the product or products as presented by one 
or more manufacturers in their “Ad-Catalogs”. 


There is a great and valuable fund of product infor- 
mation at your fingertips in the 365 pages of informa- 
tive advertising published and carefully indexed by 
products in the current issue of your “Who Makes 
It?” issue—by far the largest aggregation of such 
helpful information that is available to the hardware 
trade. Use it. Make it serve you. 


Make It Work for You to the Utmost 





The 
Merchandise Directory 


Number 
the “Who Makes It?” issue 


of Hardware Age— 


S a thorough-going directory 
of all kinds of merchandise 
sold in the hardware trade. It’s 
a directory and more—it is, in 
effect, a Combined Catalog of 
the products of over 560 manu- 
facturers including nearly all 
of the better known concerns 


selling in this field. 


The “Merchandise Directory Number” as in your 
hands today is the’ product of many years de- 
velopment. For twenty years—the last ten in the 
form of this special annual issue—this service of 
HARDWARE AGE has been molded and adjusted 


to the needs and convenience of buyers of hardware. 


The “Who Makes It?” issue—both as a Merchan- 
dise Directory and as a Combined Catalog is tailor- 


made for you. 


Make it work for you to the utmost. 


To get the greatest usefulness from 
your ‘‘Who Makes It?’’— refer to the Green Index first 
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Gymnasium clothing is featured in a sidewall section at the front of 
the department. Other open cases show sporting goods also in season. 


ing goods of all kinds has in- 
creased in this section and Kusel’s 
is sharing in this new volume, be- 
cause it is so closely identified with 
sporting events. When a com- 
munity is sports minded, new lines 
of sporting goods can be added 
with assurance and, as a result, 
the department is growing steadily. 

Employees holding memberships 
in local gun, fishing or conserva- 
tion clubs incur no expense for the 
firm pays all dues or other costs 
incidental to membership. The 
employees like this arrangement 
for, in many cases, it gives them 
an opportunity of enjoying these 
activities, a thing which might not 
he possible if they had to pay all 
costs themselves. Employees at- 
tend all meetings of the clubs and 
keep themselves informed on all 
sports programs to be carried out 
during the year. This information 
is of decided value to the com- 
pany. 

“In addition to these activities, 
our company also enters teams in 
the baseball, softball and bowling 
leagues of the city,” says Wm. 
Kusel, who is in charge of the 
sporting goods department. “The 
firm supplies whatever uniforms 
are necessary for these teams. In 
all cases, the name of the company 
is featured prominently and this 
also is good publicity for the store. 
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It's a good way to demonstrate 
our active interest in these com- 
munity events.” 

A short time ago a number of 
local sportsmen got together and 
organized a rifle club. This has 
stimulated the sales of rifles and 
ammunition to a decided degree. 
Many new items had to be added 
to the stock and inventory of am- 
munition increased in order to 
take care of the demands of the 
members of the new organization. 

Kusel’s was ready to take care 


eal 





of this increased business because 
the employee who was a member 
of the club had kept the firm fully 
posted as to what was happening. 
this meant more business for the 
firm and also proved to be an 
actual service to the rifle club. 

The firm’s sporting goods de- 
partment is located in a separate 
store which is next to the main 
building of the company. An arch- 
way through the wall provides ac- 
cess between the two buildings. 

Windows in the sporting goods 
side are used for showing sports 
merchandise throughout the entire 
year. One display that attracted 
an unusual amount of attention 
was the “Mouse Circus.” This was 
installed in connection with a 
showing of rubber-soled shoes used 
for tennis, basketball and gym- 
nasium classes. 

Displays in the sporting goods 
department are being changed all 
of the time. These changes, of 
course, follow the szasons and help 
make this department one of the 
most interesting in the entire store. 

Newspapers and circulars are 
the principal advertising media 
for the sporting goods department 
and are the most effective and pro- 
ductive of results. In addition, 
complete catalogs of various ath- 
letic goods are mailed to the 
coaches of the senior and junior 
high schools in the district. Con- 
siderable business has been de- 
veloped from this source. 


All models in ice skates are shown on this table 
which is set up for display early in the season. 
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LET THE G2edcwsa7i “DO THE JOB FOR YOU 


$26.30 Net, 


to Dealer 
(slightly more 
west of Denver) 





As one of the largest producers of nuts, we supply 
Semi-Finished, Castle, Slotted, Cold Punched, Hot 
Pressed, Cold | Forged, Stove Bolt and Machine 
Screw Nuts in any quantity from stocks. We make 
nuts from non-ferrous alloys to specifications. 


® Carriage, machine and stove bolts—three of the most 
common fastenings sold by the hardware dealer—are in- 
cluded among the five most popular types of bolts, nuts and 
screws stocked in the LAMSON Speedmerchant. This modern 
open counter merchandising display is now used through- 
out America by more than 7000 dealers to increase their 
sales. It can and does save your salesman’s time. Jt can 
and does sell bolts for you. In fact, after you get a LAMSON 
Speedmerchant to work in your store, you begin to realize 
that up ‘til then, you had just been taking orders instead 


LAMSON & 


Se i a 


ce OTTeE oho 


Lamson full finished Cap Screws of SAE 1020 steel 
have approximately 90,000 Ibs. per sq. in. minimum 
tensile strength. Our high carbon cap screws of SAE 
1035 steel, heat treated, have approximately 150,000 
lbs. minimum tensile strength. 


Lamson Hardened Sheet Metal screws are stocked 
in three standard types for metal and plastic 
assemblies. Types “A”, “B” and “Z” are available 
with slotted or Phillips head. Type “C” Hardened 
Self-Tapping screws have American National 
Standard thread and also are available with slotted 
or Phillips Head. 


of selling bolts! The Speedmerchant does its selling by 
attracting attention, then reminding to buy! It does all this 
by allowing the customer to see the merchandise stock in 
its entirety at a glance, suggesting needs not remembered 
until that moment. The customer then selects the kind and 
size of bolts, nuts and screws he wants, reads the price on 
the label—and there’s your sale! Get a Speedmerchant 
from your jobber and let it work for you. 


THE LAMSON & SESSIONS COMPANY, Cleveland, O. 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 


SESSIONS 
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Same Day Delivery Paves 


Colonial Hardware Co. 
stresses this service 


ae of their 
profit, traffic and good will-build- : 
ing possibilities, toys and other season. Promotion for 
playthings were given consider- 
able Christmas promotional atten- 
tion last year by Colonial Hard- 
ware Co., West Hartford, Conn. 


The store also features house- 

























wares, appliances and other adult 
lines having gift appeal and, in 
this manner, keeps its Christmas 
merchandising activities from be- 
ing one-sided. When selling either 
adult or juvenile merchandise, the 
store staff emphasizes the fact that 
it can make delivery on the day 
of purchase. This is a worth while 
point since most department stores 
are not in a position to make de- 
liveries in such a short time. 

T. W. Brazell, one of the pro- 
prietors of the store, says, “We 
like to have youngsters play with 


Above — Christmas 
decorations added 
the proper holi- 
day touch to this 
display of small 
table appliances. 
Right — A variety 
of items for the 
home were shown 
in this window. 
Bells furnished 
the needed Yule- 
tide suggestion. 
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Way to Yuletide Profits 


of West Hartford, Conn. 
during the Christmas 
newcomers swells sales 
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the toys. If you are too strict with 
them they stop coming to your 
store and so do their parents. If 
children are well behaved we let 
them stay for a while. Last Christ- 
mas was the first time we gave 
toys a real display, although we 
had always sold them at the holi- 
day season. Since there really is 
no nearby place with a good toy 
stock, we figure there is a good 
opportunity and so we are going 
to sell playthings the year ’round. 
Velocipedes and coaster wagons 
were added for the first time last 
Christmas.” 

As to adult patronage, Joseph 
G. Farrell, another partner, ob- 
serves, “We have the advantage in 
seeking patronage because we can 
give delivery the day of purchase 
and people can park in the park- 
ing lot in back of the store.” 

In keeping with its name the 


Above—This simple 
fixture served to 
display the wheel 
goods effectively 
in the basement 
toy department. 
Left—Indoor and 
outdoor toys were 
featured in this 
window as well as 
a great variety 
of other juvenile 
items of interest. 
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Intended primarily for youngsters, this railroad display 
also made a decided hit with numerous adult hobbyists. 


store has fixtures and walls sug- 
gesting the Colonial days. This 
atmosphere lends itself very well 
to interesting Christmas displays 
with a minimum of extra decora- 
tions. Advertisements in the Met- 
ropolitan Shopping News, incor- 
porating decorative cuts and il- 
lustrations of merchandise, helped 
sell “Toyland” to people in the 
community. Although no genera! 
Christmas catalogs were distrib- 
uted by the store, there was a sup 
ply of toy train catalugs on hand 
for those requesting them. The 
store featured toys priced from 25 
cents to as high as $7. Electric 
train sets were stocked at prices as 
high as $27. 


New customers were brought 
into the store as the result of the 
company’s participation in the 
“Welcome Wagon Hostess” plan. 
Under this plan cards were dis- 
tributed inviting new residents to 
various stores in the community. 
Fer each card turned in the com- 
pany pays a fee. Colonial Hard- 
ware gave a gift valued at about 
50 cents to each new resident who 
turned in one of the cards. During 
November of last year 54 new cus- 
tomers visited the store and 26 of 
them became regular customers. 
Thus, the store, by tying in with a 
year ‘round promotional plan, 
boosted its Christmas traffic and 
volume. 





Every available inch of display space was utilized on 
these tables but there was no suggestion of crowding. 


Wholesaler’s Display Extends 





Some items carried in stock helped make this window attractive. 
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Holiday Greetings 


FW NHIS attractive display was in- 
I stalled in one of the windows of 
the Delaware Hardware Co., 2nd and 
Shipley Sts., Wilmington, Del., 
wholesale hardware distributors, last 
year, to extend a welcome to hard- 
ware dealers. The front of the house 
was built of plywood, real windows, 
builders’ hardware, a stock door and 
trim being used to enhance the dis- 
play. Cotton “snow” on the roof 
and floor of the display, a few live 
trees and a painted scene at each 
end of the display gave real Christ- 
mas atmosphere to the window. To 
one side was a sign, “Merry Xmas— 
A Warm Welcome Inside.” Dealers 
could utilize such a set-up, too. 
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LOOKS BETTER 


IN YOUR STORE... 






AND ON THE FARM 





and both are important to sales: 


HEN you show a customer a 
roll of Hex-Cel Poultry Net- 
ting, it’s finer appearance helps you 
make the sale. The mesh is true and 
even. Edges are straight. Galvaniz- 
ing is smooth, bright and even. And 
customers who use Hex-Cel become 
repeat customers. For they are 
pleased with the way it unrolls with- 
out kinks and bulges. They like the 
way it stretches tight and straight, 
without getting out of hand. Hex-Cel 
can stand a lot of punishment—give 
a lot of service. That’s why it is used 
by so many farmers for chicken runs, 
rabbit runs and pigeon lofts. 
There’s big business ahead in poul- 


THESE POPULAR POULTRY FENCES 
ARE GOOD SALES BUILDERS 


BANNER POULTRY FENCE is made of good, strong 
wire. Close spacing at the bottom prevents young, small 
chickens from getting through. 


PROTECTOR POULTRY FENCE is a sturdy fence of 
wide popularity. 





/ 


try fences. Most farmers raise 
chickens, and whether they raise a 
few or thousands, they need poultry 
fences. And farm income is up. So 
check your stocks now. Then see your 
jobber. Chances are he will be able 
to take care of your needs. Write us 
for folders, displays and other sales 
helps, including our illustrated farm 
catalog of fence, roofing and other 
steel products for the farm. Im- 
printed with your name—all ready 
for you to distribute to your trade. 
And be sure to ask for our new 
General Dealer’s Catalog, showing 
the complete line of U-S-S American 
products. It’s free, of course. 


US'S AMERICAN POULTRY FENCES 


AMERICAN STEEL & WIRE COMPANY 
Cleveland, Chicago and New York 


COLUMBIA STEEL COMPANY 





San Francisco 


TENNESSEE COAL, 


IRON & RAILROAD COMPANY 


Birmingham 






STRAIGHTLINE POULTRY NETTING —o /ow-cost net- 
ting with big sales possibilities. Easy to erect. Few 
posts needed. 


AMERICAN FUR FARM NETTING-_-. perfect fabric 
for pen construction. Copper-bearing steel wire, 
heavily galvanized. Recommended by leading fur 
farmers everywhere. 





United States Steel Export Company, New York 





UNITED 
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FLOOR COVERING WINDOW 


Merchandise: Floor covering in rolls, also small samples of various types of 
floor covering, linoleum varnish, paste and liquid floor wax, small linoleum rugs or 
mats, cocoa door mats, rubber strip door mats, paste and cement for linoleum, paste 
spreaders, linoleum bindings. 


Background: Center panel of dark blue corrugated board or painted wallboard. 


Side panels of light blue material. 


Cut-out letters of yellow corrugated board. 


Feature Floor Covering and 


Dairy Supplies Now! 


dealers 


might do well to use the idea of 
“Display more of the lines you 
can get” as an objective in plan- 
ning window displays for the com- 
ing year. 

Window display schedules for 
1942 will, no doubt, be radically 
different from previous years if 
more of the threatened curtail- 
ments in regular lines become ef- 
fective. Many lines will continue 
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to be available as usual and dis- 
play and promotion efforts may 
well be turned to selling more of 
this merchandise. 


Displaying Floor 
Covering in Windows 


Try to show as many patterns 
of floor coverings as you can. Cus- 
tomers are impressed by a large 
stock. They like to have a wide 
selection from which to choose 
and are more inclined to shop and 


buy in the store that has the best 
stock. 

When you show this merchan- 
dise in the window be sure to 
carry out this same idea. In the 
accompanying floor covering dis- 
play, several patterns of floor 
covering serve as a part of the win- 
dow background. Use large rem- 
nants, display samples or the rolls 
themselves for this purpose. 

Another way to present addi- 
tional patterns is to spotlight small 
samples on panels. Here the sam- 
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to both the buyer and 
seller. Witt Cans and 
Pails make prof- 
itable sales and 
satished custom- 
ers. Made for 
those who want 
the best. 


Witt Cans and Pails are 
Superior in Quality, Service 
and Appearance. Will out- 
last three to five ordinary 
cans. 











The Witt Underground Garbage 
Receiver is the modern receptacle 
for garbage disposal. 





WICO Cans and Pails, good 
substantial quality attractively 
priced. 


BRIGHTON Cans and Pails are 
good values and ideal for spe- 
cial sales. 





Government needs get first call; 
but we are also working full 
speed to meet civilian demands. 


THE WITT CORNICE CO. 


Winchell St. —_ Cincinnati, Ohio 
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The familiar Witt Yel-| | 
low Label is protection | | 













































































Fast... Easy Profits 
= 


First to be Wrapped and Sealed in Cellophane 


Perfect Adhesiveness and Tensile Strength 


s 


Strong Distinctive Green Core 
Colorful Attractive Boxes 


A Company in the Insulation Business Since 1878 
Sold Exclusively Through Distributing Wholesalers 


HAZARD INSULATED WIRE WORKS 


DIVISION OF THE OKONITE COMPANY 
Works: Wilkes-Barre, Pa. 
Offices in principal cities 


WW PANTHER & DRAGON 


Friction and Rubber Tapes 








Quatity 
Dairy SupPLies 














ARE ECONOMICAL 
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DAIRY SUPPLIES WINDOW 


Merchandise: Cream separators, glass churns, cow stanchions, setting cans, milk 
cans, milk pails, milk stools, tie and tie-out chains, dairy cleaner, cow anti-kicks, 
dairy and bottle brushes, milk strainers, dairy themometers, filter disc, bottle caps, 
bull rings, calf weaners, water bowls. 


Backgrounds: Center panel of dark blue corrugated board or painted wallboard. 


Side panels of light blue material. 


ples are shown on circular celotex 
panels. Spotlights will make them 
stand out and will also increase the 
attention-getting powers of the 
window. 

Another good idea is to feature 
samples of one type of floor cover- 
ing selling at a popular price on 
one panel. Samples of either higher 
priced or competitive covering 
could be shown on the other. 

The circular panels used in this 
window are easy to make. Simply 
saw them out of celotex or other 
panel board materials. They 
should be painted or covered to 
harmonize with the other display 
accessories. These are handy dis- 
play pieces and can be used over 
and over again. Panels in other 
shapes will also be found very 
practical. 


Interior Displays 


One of the most satisfactory 
ways to sell this material is in a 
special department. One of the 
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corners of the store can be made 
over into a light, bright, interest- 
ing floor covering department to 
the benefit of the entire selling 
floor. 

Here again, it is important to 
show as many different patterns 
as you can. Some dealers cover 





NEVER EAT WHILE SERVING 


el 





Cut-out letters of yellow corrugated board. 


the floor of the display section 
with samples. These are cemented 
to the floor and are separated by 
wide borders of plain covering. 

Stock rolls can be arranged 
along the walls of the display or 
display samples, cut the full width 
of the roll, can be used in this 
space. 


Dairy Supplies 

Equipment used in the produc- 
tion and handling of milk is es- 
sential to the welfare of the nation. 
It must be replaced continually 
and for this reason is a good line 
to feature in windows at regular 
intervals. 

Be sure to show some of the 
heavier equipment items for the 
barn, such as cow stall stanchions 
and water bowls, froth time to 
time. Filter discs are excellent 
items to feature in a mass display. 
Milk producers use these in large 
quantities and are usually in the 
market for them. 


HARDWARE AGE 




















DIX¢ 


DIXx¢ 


DIX 























Now with machinery 
driven harder, maintenance 
rushed, Dixon’s Ticonder- 
oga Flake Lubricating 
Graphite is defense indus- 
tries’ first-line defense 


against friction trouble. 


Proof against heat, 
pressure, moisture, sol- 
vents that often “kill” 
other 





lubricants. 


SELL IT 
IN THESE FORMS 


PARTICLE SIZE No. 1 — large, lubricous flakes. 
PARTICLE SIZE No. 2 — fine'y subdivided flakes. 
DIXON'S No. 635— 
r DIXON'S MICROFYNE 


minutely subdivided, powdered flakes. 


- microscopically subdivided particles. 


Write for Booklet C-40 


AND IN THESE 
GRAPHITED LUBRICANTS 


DIXON'S CUP & PRESSURE GUN GRAPHITED GREASE. Six 


consistencies. Pooklet K-40 


DIXON'S L&P GRAPHITED LUBRICATING AND PENETRATING 
OIL. Quickly frees rust-frozen parts, joints. 
hooklct SG-40 


Ge See Th 





DIXON'S PIPE JOINT GRAPHITE COMPOUND. Permanently 
lubricates and seals pipe and other joints 
against steam, water, aqueous solvents. 
Booklet D-40 

Compound 


DIXON'S GRAPHITE SEAL. In place of Pipe Joi: 


DS gE a a ae ees 


to seal against oils, non-aguec1s solvents. 
Booklet DS-40 





C ) JOSEPH DIXON CRUCIBLE CO. 


Jersey City, New Jersey 


GRAPH. we ORY GRAPHITE 
= Soe ites 
% AND A 1000 
7% Oommen Ui uses— 

SQUEEZE "EM 


NOVEMBER 27, 1941 























WHEN IT COMES TO, 
SELLING MORE 

























Customers don’t have to think 
twice when you show them skates branded “Union 
Hardware”. Quick as a flash, this popular name lets buy- 
ers know these are the dependable skates for long-service 
life and maximum skating enjoyment. 


Because of the successful experience of millions of users 
over a three-quarter century span, “Union Hardware” has 
become so firmly identified with quality that mention of 
the name alone goes far toward making sales. Cash in on 


the profit-making power of this highly regarded name by 
keeping an adequate stock of Union Hardware Roller 
Your jobber can supply you. 


Skates on hand all the time’ 


CASH IN ON 
REPLACEMENT 
WHEEL SALES 


Realize extra profits from 
roller skaters by featuring 
this convenient, attractive 
red, white and blue coun- 
ter display containing 
twenty-four genuine Union 
Hardware double ball-bear- 
ing wheels. 





BEWVEE WF 
HARDWARE COMPANY 


TABLISHED 1854 


1mod-4-11\ ich wel CONN. 


NEW YORK OFFICE IS'I CHAMBERS STREET 
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ADVANCES 


Certain electric clocks. Steel wool. 


Dowels. 


Some coal chutes. Hot shot type batteries. 
Some competitively priced 6 inch batteries. 
Metal weatherstripping. Some vacuum bottles. 
Some vacuum jugs. Ironed wagon wood stock. 


Wagon hardware. Minnow seines. 
Package napkins. Paper towels. 
Coated abrasive papers, cloth. 
Ironing tables. 


Turpentine. 
Toilet paper. 
Cotton duck. Some firearms. 


Some golf balls. 


One line japanned ware. Certain cookers. 

Household brushes and brooms. Some power mowers. 
Table cutlery. Clippers. Some pocket knives. 
Certain water systems. Pitcher spout pumps. 


Industrial pressure gages. 


Rotary pumps. 


Stillson pattern pipe wrenches. Brass faucets, etc. 
Brass drive well points. Some well supplies. 





Dowels On Nov. 8, some 
makers of white birch dowels raised 
prices some 14 per cent above the pre- 
vious (August) quotations. 

- © * 

Electric clocks—This month 
several models and makes of electric 
clocks were raised about 7 per cent. 

Me * a 


Steel wool—As of Nov. 5 there 
was an advance of one cent per pound 
by some makers. 

at G oa 

Coal chutes—A new price sheet 
by H. B. Sackett Screen & Chute Co., 
on coal chutes, ete., includes advances 
of about 10 per cent. 


* oo a 


Wheelbarrows, etc. — Wheel- 
barrow makers are finding it impossible 
to secure certain sizes and gages of 
sheets for trays, and are planning to 
shorten their lines to the numbers 
whose materials will be available. 


* * * 


Batteries—<As of Nov. 1 some 
makers advanced prices on hot shot 
type batteries about 10 per cent. Some 
competitively priced six-inch cells were 
also advanced at the same time. 
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Tree lamps, sets—Distributors 
are fairly well stucked on with Christ- 
mas lamps and sets, some shortage may 
develop later on. At present refill orders 
are being generally filled with fair 
promptness. 





ADVANCES 
EXPECTED 


Some stove specialties. 
Some leather, cotton goods. 
Linseed oil. 





Tackle and snatch blocks — 
Leading makers of tackle and snatch 
blocks are accepting orders subject to 
prices ruling at time of shipment. 


Weatherstrip — Price changes 
have been made on various makes of 
weatherstripping, with recent increases 
on some makes of metal strip bringing 
their total rise, since early 1941, to 50 
per cent. 

+ s of 

Stove specialties -——- Higher 

prices are in preparation on at least 





one line of stove specialties, including 


flue stops, stove pipe collars, etc., whose 
maker has withdrawn all former prices. 


* * a 


Vacuum jugs, bottles—FEarly 
this month some makes and types of 
vacuum jugs and bottles advanced 
about 10 per cent, some makers reserv- 
ing the right to invoice at price ruling 
on date of shipment. These lines are 
only available in limited quantities, from 


some sources. 
% * a 


Wheel goods—toys—A _ tre- 
mendous early demand has created the 
expected extensive shortage. Few toy 
shipments now are moving in from the 
manufacturers, as on many lines they 
are already sold out. Recent small 
mark-ups in wheeled goods are to cover 
the new rubber-tire excise tax. 


* * “ 


Wagon woodstock — Wagon 
woodstock is everywhere reported in- 
creasingly scarce, with distributors held 
up badly on needed deliveries. Novem- 
ber price changes, ranging about 5 to 
7 per cent, were reported both on 
ironed woodstock and on wagon hard- 
ware. 

a a * 

Minnow seines—FEffective Oct. 
25, R. J. Ederer Co. advanced prices 50 
per cent on its line of minnow seines. 
The advance was attributed to increased 
costs of both raw materials and labor. 
This is the first advance during 1941— 
in fact, the first in a number of years 


on this line. 
- * ae 


Golf balls—Golf ball makers, 
hit by scarce rubber and mounting 
costs, have been forced to practically 
eliminate the 25 cent retail quality, 
because of the excise tax increase. The 
profit margin for distributors has been 





PRICES 
WITHDRAWN 


Galv. bottom grass catchers. 
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CAN TRUST-.. 
iEINS 





HEN a man asks for Klein Pliers 
it’s because he knows good tools. 
Kleins have won their place in the hands 
of electricians—linemen—good workers 





everywhere by their quality. First choice 
by men who know—Klein tools, are tools 
a man can trust—‘‘Since 1857.” 





DISTRIBUTED THROUGH JOBBERS 
Foreign Distributor: 
International Standard Electric Corp., New York 


Your copy of 
the Klein Pock- 
et Tool Guide 
will be sent on 
Ee request. 


WEEE om MLEIN: 0 


M ON T H I < 


NOVEMBER 27, 1941 





TOOLS A MAN 












A STRONG LINE 


rings the cash register more 
and louder because first of all the /ine is complete 
—a size and type for practically every chain job 
and all the fittings that go with them. 


Equally important is customer acceptance. For its 
safety, strength and dependable performance in 
Electric Weld Chain is classed 


service, ‘““Inswell’”’ 


as “tops.” 


Too, CM’s years of chain making for industry, 
farm and home carries the added assurance to 
dealers and jobbers alike that here is a manufac- 
turer and a line of chain that can be depended 
upon for cooperation in building and maintain- 


ing a more satisfactory chain volume. 


CALL YOUR JOBBER 


He has the CM catalogs and will help you 
select a fast moving, profitable stock of 
CM “Inswell” Electric Weld Chain. 


MBUS-MSKINNON 
CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
172 FREMONT AVE. TONAWANDA, N. Y. 
Branch Offices: NEW YORK + CHICAGO + CLEVELAND tp 
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cut on all qualities of golf balls—but 
the 50 and 75 cent retail grades con- 
tinue to be available. 

€ * 7 

Leather and cotton goods 
The strike which had tied up a leading 
southern supplier of harness and strap- 
work has been ended. Price increases 
are expected to follow the higher wage 
costs which have resulted. Jobbers are 
informed that new price lists in prepa- 
ration will include advances of probably 
5 to 10 per cent. 

a i * 

Linseed and turpentine—The 
November markets have been irregular, 
with drops of 1% cents per gallon each 
on linseed oil, on the third and tenth. 
The Nov. 10 mark was the lowest since 
June. Turpentine was first down 2 
cents on Nov. 3, then up the same 
amount on Nov. 10. Its quotations are 
not far below the high levels for the 
year. 

® > * 

Anti-freeze alcohol The 
Office of Production Management has 
imposed additional priority controls on 
methyl alcohol which will prevent 
further delivery of anti-freeze for use 
in automobiles until plastic manufac- 


turers have received adequate supplies. 
The priorities division signed a rating 
of B4 for deliveries to plastic manu 
facturers, assigning a much _ lower 
civilian rating of B-8 on deliveries of 
methyl alcohol to be used in anti-freeze 


solutions. 


Federal Tool Corp. — Word 
has been received from Federal Tool 
Corp., Chicago, Ill, that the retail price 
on its new No. 451 three-piece range 
set is 29 cents. The company states 
that the original announcement of this 
item, through error, indicated the price 
as being 25 cents. Retail prices on all 
numbers in the Federal line are slightly 
higher west of the Mississippi. 


tt a ” 


Nails—wire products—While 
remaining acute, the shortage of wire 
nail supplies in some areas is easing 
slightly, and will improve further as 
the winter advances. Jobbers are mak- 
ing every effort to serve their regular 
cu tomers, and are spreading their sup- 
plies “thinly” to cover all of the most 
urgent civilian needs. Staples, fence 
wire and barbed wire, are not so imme- 


diately scarce as nails. 





Holiday Display 


ABIE - LOWREY HARD. 

WARE CO., Roswell, N. M.. 
built a rack from pipe and fittings 
to show velocipedes so they were off 
the floor where children could not 
run them under customers’ feet. 
Larger tricycles were placed on the 


lower row and graduated up to the 


for Velocipedes 


small wheels at the top. This made 
a very interesting and unusual dis- 
play and secured attention immedi- 
ately. 

After the holidays the pipe was 
salvaged so that the only cost in- 
volved was for the two hours’ time 
two boys spent in constructing it. 





This home made rack showed velocipedes to advantage. 


Copper wire and cables — 
Manufacturers of copper wire and cable 


used to conduct electricity have been 
requested by Admini trator Henderson 
not to exceed their Oct. 15 prices—this 
is the first of a series of steps taken by 
OPA to stabilize prices of all prod- 
ucts made of copper, brass or other 
copper alloys. Many types of copper 
wire and cable currently are selling 20 
to 30 per cent above 1939 levels, Wash- 
ington finds. The OPM conservation 
order of Oct. 21, restricting the use of 
copper for many products, does not 
hamper the use of copper and copper 
alloys in wire, or other forms, primarily 
employed as conductors of electricity. 
me * * 

Paper products—Effective Nov. 
7, Hoberg Paper Mills advanced prices 
on package napkins, paper towels and 
toilet papers, about 124 per cent, due 
to increased manufacturing cost:. The 
new price lists are subject to change 
without notice, and were effective im- 
mediately. As costs will be still higher 
by the time new orders can be manu- 
factured and shipped, the mills decline 
to extend price protection on any item. 
after the Nov. 7 effective date. 

* 4 a 

Flint paper, etc. Effective 
about Nov. 15, advances were made by 
some makers on coated abrasive papers 
and cloth, with leading base discounts 


changed as follows: 
Formerly Now 
Flint paper, in bundles, 


both qualities ....... 57% 53% Base 
Flint paper. in boxes.. 53% 48% “ 
Emery and Crocus cloth, 

in reams and bundles 35% 28% “ 
Garnet paper ......... 38% 35% “ 


Similar increaces are announced also 
in industrial abrasives of all kinds. 
* * * 

Cotton goods—With prices still 
working higher on cotton work gloves, 
and with factories far behind with 
orders, some makers are cutting down 
their lines rather sharply. Many of 
the items to be dropped are those 
where the cost advances have carried 
consumer prices above what people will 
be willing to pay. Cotton duck prices 
are very high, with the recent 10 per 
cent increase still apparently not dis- 
couraging the tremendous demand for 
what “civilian” ‘upplies are available. 

% He * 

Bicycle supplies — Torrington 
Co., makers of bicycle handle-bars, 
pedals and spokes, announced recently 
that it is discontinuing the manufacture 
of all but four numbers of pedals, and 
three models of handle-bars. In order 
to conserve copper in the making of 
brass nipples for spokes, only one 
length is being made. All orders are 
accepted subject to prices ruling at 
time of shipment. Effective Nov. 1, 
another maker announced that all 
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Garages and other buildings. 


With new construction at an all time high and 
modernization of old buildings in evidence everywhere, 
dealers the country over are finding a ready market for 
Myers Door Hangers and Track. Cash in on Myers fea- 
tures and Myers name. Write for new Catalog DH42 


showing complete line. 


The fine quality of Myers Door Hangers is clearly 
demonstrated by their patented flexible, adjustable and 
stayon features. Offered in styles for straight or folding 
doors and for operation on flat or tubular track, they 
meet every need for sliding door service for Barns, 


EASY TO SELL 
EASY TO INSTALL 
EASY TO ADJUST 


Attractively Packaged. 
One Set in a Carton. 
Convenient for both 
Stocking and Display. 


THE F. E. MYERS & BRO. CO. ASHLAND, OHIO. 
Manufacturers of Farm Operating Equipment 


WATER SYSTEMS - 


aS 


K ENAMELED 


PUMPS - 








CORTLAND 
GRAY-WICK 


WICKWIRE BROTHERS, INC. 


NOVEMBER 27, 1941 





SPRAYERS 


CORTLAND 
NEW YORK 





HAY UNLOADING TOOLS - 


DOOR HANGERS 




















~-(CHICAGO)— 
SPRING HINGES 
New “Sagless” Spring Pivot-Hinge 








Type 4007 


Exterior Tension Adjustment 


Type 4007 “Sagless” gate spring pivot hinges may be 
quickly adjusted to different sizes and weights of gates. 
The exterior tension adjustment is conveniently located 
and easily accessible after the gate has been hung. 


Hardware dealers will find this improved “Sagless” gate 
hinge a profitable addition to their stock. 


Chicago Spring Hinge Company. 
CHICAGO NEW YORK 
U. S. A. 
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orders taken thereafter for bicycle ac- 
cessories and repairs will be subject to 
prices ruling at time of shipment. 
« . o 
Firearms—New price schedules 
advanced prices, to dealers, approxi- 
mately 15 per cent on some types and 
makes guns, rifles, etc. 

The new prices are too late greatly 
to affect this season’s trade, particularly 
as some manufacturers cannot produce 
or deliver more than a “sprinkle” of 
guns and rifles prior to Dec. 31. Some 
companies busy on military ammunition 
are not welcoming additional orders for 
22 caliber cartridges for ordinary 
civilian u-e. 

* <a 7. 
Housewares — Effective Nov. 
10, a leading maker advanced japanned 
ware approximately 10 per cent, due to 
increased labor cost and the scarcity 
of tin plate. Aluminum Presto cookers, 
2, 3 and 4-quart sizes, were advanced 
Nov. 1 to all distributors, with retail 
prices to be marked up $1.00 each. 
Ironing tables were very slightly ad- 
vanced Nov. |, by one leading maker. 
Fiber household brushes and brooms 
have experienced varied advances by 
the various makers, with still higher 
prices expected. Not only are im- 
ported fibers and bristles difficult to 
obtain but some domestic fibers, such 
as palmetto, are scarce, due to the gov- 

ernment’s large demand. 


at oe . 


Lawn and garden supplies 
One maker issued a new schedule of 
prices on power lawn mowers for 1942, 
showing advances in the list of approxi- 
mately 10 per cent, due to increased 
manufacturing costs. With the excep- 
tion of slight changes in the motor 
equipment of two of their models, the 
line is essentially the same as sold 
during the past season. Manufacturers 
of grass catchers are finding it very 
difficult to secure galvanized steel, and 
are therefore substituting canvas bot- 
toms in both plain and waterproofed 
materials. Prices will be approximately 
the same as those with galvanized bot- 
toms. Most makers have withdrawn 
prices on galvanized bottom styles. 
Due to shortages of material, manu- 
facturers have not as yet established 
prices on galvanized watering cans, and 
there is no actual certainty that there 
will be any galvanized sprinklers avail- 
able for the coming season. All orders, 
if accepted, are subject to manufac- 
turers’ ability to obtain materials. 
Garden hose supplies promise to be 
quite insufficient for the expected 1942 
demand. Already some manufacturers 
are confining their sales and shipments 
to regular accounts, and are sharply 
restricting the percentage of the cheaper 
qualities which they will accept. While 
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brass couplings and nozzles are still 
coming through, the trend toward steel 
or plastic accessories is rapidly being 
forced. 
7 e « 

Furniture—radios—stoves 
At the leading fall furniture and home 
furnishings shows, the attendance set a 
new high record, with news that the 
displaying manufacturers took all the 
orders they could handle for January 
and February delivery. Furniture sales 
in the United States this year are ex- 
pected to exceed $500,000,000, the 
greatest volume since 1929. September 
domestic sales of electric ranges rose to 
71,700 units from 34,820 in the year-ago 
month. Price Administrator Henderson 
has asked manufacturers of stoves and 
radios not to raise prices above those 
prevailing Oct. 24 and Oct. 15. This 
action was taken to hold prices firm 
pending determination of the effect on 
the two industries of production cur- 
tailments. 

~ a Be 

Cutlery lines, etec.-—Effective 
Nov. 3, Lamson & Goodnow table cut- 
lery prices were advanced 5 per cent 
to compensate for increases in manu- 
facturing and material costs. Competi- 
tive celluloid and plastic handled table 
cutlery was advanced approximately 10 


per cent about Nov. | by some manu- 
facturers. Effective Oct. 20 Chicago 
Flexible Shaft Co. issued a new list on 
Stewart clippers with moderate advances 
on parts, but drastic mark-ups on the 
electrical equipment. Effective about 
Nov. 1, toilet clippers were increased 
approximately 12'2 per cent by some 
makers. Effective during October, low- 
priced pocket knives were advanced 
approximately 12% to 15 per cent by 
some makers, and in addition, certain 
details of lessened finish have heen 
adopted. 
oe ~ * 

Plumbing news—FEffective Nov. 12, 
one maker advanced prices of its 
water systems approximately 5 per 
cent. Its streamlined pitcher spout 
pumps have advanced, in list prices, 15 
cents each on No. 2 and 10 cents each on 
No. 3, with discounts unchanged. One 
maker advanced prices, averaging 10 
per cent on industrial pressure gages. 
Effective Nov. 1, a leading maker ad- 
vanced the price of its rotary pumps 
approximately 20 per cent. Stillson 
pattern pipe wrenches were raised 5 
per cent early in November, with the 
proviso that on any orders which can- 
not be completed within 90 days of 
their acceptance; prices in effect at 

(Continued on page 73) 





Sells Fireplace Goods Year ’Round 


HE Point Pleasant Hardware 

Co., shows a large stock of fire- 
place equipment on the second floor 
the year around and enjoys a most 
satisfactory volume on this line as a 
result. The company is located in 
Point Pleasant, a community of ap- 


proximately 2,100 population on the 
New Jersey coast. Summer people, 
of whom there are a large number 
from May to October, are the best 
cutomers for this merchandise, ac- 
cording to L. A. Neumann. manager 
of the department. 





Fireplace sets, andirons and screens are shown in 
matched sets in this display on the second floor. 
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PHILLIPS 


RECESSED 
HEAD 
SELF 
CENTERING 


woOopD 
SCREWS 





Supply the increasing demand for these 
modern screws which we are licensed to 
manufacture. The tapered recess in the 
screw head fits the tapered point in the 
driver and the screw clings firmly to the 
driver. The driver cannot slip from the 
recess. All standard sizes. Send for Cata- 
log of Screws for Metal or Wood, also our 
varied line of Hardware. 


THE SOUTHINGTON 


HDWE. MFG. COMPANY 
SOUTHINGTON, CONN. =i; 


Est. 
1867 1867 


ee ee ee ee ee ee 
THE WM. SCHOLLHORN CO. 
MEW HAVEN, CONN 
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BOMMER 


HORIZONTAL SPRING PIVOT-HINGES 
ARE THE BEST 


TYPE 15 




















Has Efficient Door 


Plates Are Reversible. 
Alignment, Adjustable Tension and Hold Open Feature 
at 90 Degrees. The Most Durable Spring Pivot of Its 
Type. 


The Side 


Bommer Spring Hinge Co. 
Brooklyn, N. Y. 
Chicago Sales Office: No. 180 N. Wacker Drive 
























Users like Kwik- 

Lite Oil Burner Wick 

because it lights instantly 

and lasts longer. The long fibre 

asbestos brings the fuel right up for instant 

ignition. . . . You'll like Kwik-Lite because it sells 

easily—Satisfies old customers and brings in new ones. 

The attractive counter display carton is an effective silent 

salesman. Priced to sell. Attractive discounts for dealers. 
~ 


eoceesnane 
Ask Your AW. Wacker Drive, Chicago. 


Jobber or i picase send Kwik-Lite Samples 


MAIL the | Prices 
Name 
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CRITICAL MATERIALS 
TO BE ALLOCATED 


Preparation for the allocation 
of all critical materials through- 
ow American industry was called 
for Nov. 7 in parallel actions by 
the Supplies Priorities and Al- 
locations Board and the Office of 
Production Management. 

In setting its sights for this 
all-out allocation program, SPAB 
laid ddéwn the principle - that 
where feasible the allocation pra; 
grams would be assured to essen- 
tial industries whose operations 
are curtailed. SPAB announced 
that it had authorized its ex- 
ecutive director to request OPM 


| 


| and cross-checked to see how the 





to obtain detailed production pro- 
grams, industry by industry, for| duction rises, each one will be 


1942. 

It stipulated that these pro- 
grams should contain certain 
ample information to indicate 


the month-by-month requirements 
of critical materials needed for 
the production of military, in- 
dustrial and civilian 
essential public services. It also 
directed that these programs 
should show similar require- 
ments for repair parts and capi- 
tal expenditures. 

OPM issued an administrative 
order setting up the machinery 
by which the whole program of 
requirements is to be developed; 
outlined the manner in which 
the various industrial branches 
and other units of OPM are to 
work together toward this end, 
and instituted a new system of 
handling preference ratings 
harmony with this program. 

It will take a good deal of 
time to get the entire program 
into effect. As it gradually 
emerges, however, the program 
will give greater certainty 
American business and indus- 
try; and it will also mean that 
defense officials will have a clear, 
over-all picture of the nation’s 
total requirements for raw ma- 
terials. 

As an example: a program for 
the manufacturers of plumbing 
equipment would be initiated in 
the plumbing and heating branch 
of the Division of Civilian Sup- 
ply. It would be worked up in 
consultation. with the industry, 
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in | 





items, and | 


military requirements situation 
might affect it. Then, when it 
had been put in shape, it would 
be referred to the various raw 
materials groups—the iron and 
steel branch, the copper branch, 
etc.—for a final checking. 

Thus, in effect, each program 
would originate with the groups 
which are responsible for the end 
product, with the raw materials 
groups coming into the picture 
in an advisory and consultative 
capacity. Since all programs 
must of necessity be decreased 
or increased as armament pro- 


framed so that it can be modified 
upward or downward in case of 
need. When a program has been 
drawn up, it will be reviewed 
carefully in order to cut down 


the use of critical materials to 


greatest possible 
through simplification of lines, 
substitution, and so on. The 
OPM Bureau of Industrial Con- 
servation will work with and 
through the industrial branches 
to accomplish this. 

When the program drawn up 
along these lines has been agreed 
upon by the branches involved, 
it will be presented to the ex- 
ecutive director of SPAB, in 
order that it may be properly 
synchronized with other pro- 
grams. It is then presented to 
SPAB. 

After SPAB has 


| the 


passed on a 


modifying it, or taking such other 
action as seems advisable—the 
program is referred to the OPM 
Priorities Division, which under- 
takes to make it effective, and 
where possible, to make sure that 
the needed quantities of goods 


the issuance of the required pri- 
orities ratings or through allo- 





cation of materials. 


OPM Eliminates Steel 
Cover Lids From Ranges 


Bureau 
AGE) 


Washington 
of HARDWARE 

Manufacturers have been asked 
to eliminate steel cover lids from 
domestic cooking ranges by Dec. 
15, 1941, the Office of Price Ad- 
ministration and the Division of 
Civilian Supply, Office of Produc- 
tion Management, announced to- 
day. 

These tops, usually finished in 
baked enamel, are used on many 
gas, electric, kerosene, and gaso- 
line stoves to cover the cooking 
surface when the stove is not in 
use. 

By discontinuing these covers, 
manufacturers will reduce pro- 
duction and at the same 
time make available 


costs 


steel a year. 


OPA already has requested 


| pletion of studies to determine 


the effect on costs of curtailed 
production resulting from the de- 
fense program. 

A long-range price program for 
the industry is being formulated 
and a meeting with domestic 
stove manufacturers will be held 
in the near future. 

HEADS SALES FOR CLARK 
BROS. BOLT CO. 


Dudley H. Smith has been ap- 
pointed genera! sales manager of 
Clark Bros. Bolt Co., Milldale, 
Conn. Mr. Smith was formerly 





| 


for more | 
essential uses about 2500 tons of | 


makers of domestic cooking and | 
|has announced the appointment 
prices beyond the levels prevail- | of Norman E. Donnelly as marine 


heating stoves not to increase 


| ing on October 24, pending com- 


district sales manager in charge 
of the company’s Chicago office. 


THE BUDA CO. NAMES 
MARINE SALES MANAGER 


The Buda Co., Harvey, « IIl., 


sales manager. 


extent | 


program — either approving it, | 


will in fact be available, through | 


MOSSBERG ADVANCES 
W. L. PIERSON 


Announcement has been made 
| by O. F. Mossberg & Sons, Inc.. 
New Haven, of the appointment 





WALTER L. 


PIERSON 


of Walter L. Pierson as execu- 
| tive vice-president. He will con- 
tinue in charge of sales, sales 
| promotion and advertising. 

Mr. Pierson, though still a 
young man, has had a long ex- 
perience in the manufacturing 
and sales end of the firearms 
business and is well known in 
the industry and among the trade. 
He came with Mossberg two and 
one-half years ago. 

Other principal officers of the 
business are Iver O. Mossberg. 
president, and Harold Mossberg. 
vice-president and treasurer (who 
founded the business twenty-two 
years ago with their father, the 
late Oscar F. Mossberg) and 
Raymond R. Sawin, secretary. 





| was 


| NATIONAL SCREW & 
| MFG. CO. PROMOTES 


Ben H. Jones, formerly assis- 
tant sales manager, has been ap- 
pointed assistant vice-president 
of The National Screw & Manu- 
facturing Company, Cleveland. 
Ohio. At the same time, two 
other changes were made in the 
company’s executive staff. L. H. 
Norton was elevated to the post 
of assistant controller, and S. M. 
Washabaugh promoted from sales 
department to manager of order 





and production department. 
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Construction Industry Told 
of Alternate Materials 


‘Washington Bureau 


| den said shortages are develop- 
of HARDWARE AGE) 7 rg ty le to 


|ing in some of the ingredients, 
and while plastics undoubtedly 
try and its suppliers resigned to | ™@y be substituted for other ma- 
the fact that defense demands | tetials in some applications, the 
have shut off entirely or have | Plastics industry is in no posi- 
virtually deprived them of mar-| tion to assume immediately the 
kets for materials normally used | burden of replacing any large 
for non-defense operations, dis- | share of the critical materials. 

| As an example of the complex- 
ity of the problem, he referred 
to substitutes for aluminum paint 
which is noted for its many de- 





With the constructien indus- 





stitute materials occupied much 
of the deliberations at the fifth 


|are available for numerous pur- 


poses. 

“Studies are also in progress 
on building codes generally, espe- 
cially those requirements which 
pertain to small dwelling con- 
struction,” said Dr. Dryden. “It 


| seems quite obvious that some 


requirements must be relaxed to 
permit the use of alternate mate- 
rials which though perhaps not 
fully equal to the critical mate- 
rials replaced are reasonably sat- 
isfactory.” 

The principal opportunity for 
alternate materials in the struc- 
ture of buidings, Dr. Dryden 
stated, will lie in the curtail- 
ment of the use of steel, replac- 
ing steel columns and _ girders 
either by reinforced concrete 





annual Construction Industry 
Conference held in Washington, 
Nov. 4-6 by the Chamber of Com- 
merce. Hardware manufactur- 
ers, wholesalers and retail deal- 
ers are vitally affected by these 
shortages. Its seriousness was 
emphasized by OPM Director of 
Priorities Donald M. Nelson. He 
told the 
shortages are particularly acute 
in copper and steel, and pre- 
dicted that they will become 
worse rather than better and 
hence will be required exclusive- 
ly for defense needs. 

Acceptance of the fact that 
shortages are a reality, and that 
they will become more acute was 
responsible for the importance 
and time given over to talks on 
substitutes. The subject as out- 
lined by Dr. Hugh L. Dryden, 
chief, Mechanics and Sound Di- 
vision, National Bureau of Stand- 
ards, reflected not only the Gov- 
ernment view but also that of 
many who attended the Confer- 
ence. He proposed modification 
of building codes and reliance 
upon the building industry to 
find substitute materials as a 
means of encouraging adequate 
non-defense construction during 
the defense emergency. 

Dr. Dryden pointed out that 
any large expansion of use of 
materials as alternates is likely 
to involve the same need of time 
and of critical materials to ex- 
pand production materials as 


would be required for expanding | 


facilities for producing more 
aluminum, copper and zinc. In 
the case of synthetic resins and 
enamels and plastics. Dr. Dry- 
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cussion regarding the use of sub- 
| 


Conference that the + 


sirable properties. He mentioned 
many uses offaluminum paint for 
which so far no satisfactory al- 
ternates have been found while 
“reasonably alternate paints” now 


which uses less steel or in small 
structures by masonry and wood, 
using less metal roofing and metal 
lath, etc. In these uses, several 
| alternate materials are available. 














Appoint Defense Coordinator 
For Washing Machine Industry 
For Manufacture Of Gun Mount 


sentatives of the companies pres- 
ent that the policy of the prime 
contractors would be to spread 
the work and sub-contract to as 
many of the 34 washing machine 
manufacturers in the industry as 
are willing to participate. The 
work will probably be spread on 
the basis of the present facilities 
of the companies and their ca- 


Wilburt H. Winters, former 
| vice-president of American Brake 
| Shoe & Foundry Co., has been 
appointed chief defense coordina- 

tor by the Easy Washing Ma- 
| chine Corp., Syracuse, N. Y.; 
| Apex Electrical Mfg. Corp., 
| Cleveland, Ohio, and Nineteen 
| Hundred Corp., St. Joseph, Mich., 
| the three prime contractors who 
| were recently awarded a twelve 
| willie dollar defense contract 
for manufacture of gun mounts. 

Under the supervision of Mr. 
Winters as coordinator, the three 
prime contractors have arranged 
to pool their personnel into vari- 
ous divisions consisting of in- 
spection, purchasing and _ plan- 
ning, accounting and sub-contracts 
| and tool design and production, 


quired delivery dates. 








(Washington Bureau 


|for the benefit of the washing ee oe 
machine industry. The Easy Manufacturers of domestic 
Washing Machine Corporation | cooking and heating stoves and 


radios were requested not to raise 
prices of their commodities above 
the Oct. 24 and Oct. 15 levels, 
respectively, in a telegram ad- 
dressed to them Nov. 6 by Leon 
Henderson, Administrator of 
OPA. Action was taken to pre- 


has been assigned the responsi- 
bility for the entire tooling pro- 
gram to manufacture this mount. 

At a meeting of companies of 
the industry held in Chicago on 
Tuesday, Nov. 4, it was an- 
{nounced to the various repre- 








pacity to perform within the re- | 


OPM Freezes Pies ry 


Stoves, Heaters, Radios 


| SALES CHANGES MADE BY 
ARCHER-DANIELS- 
MIDLAND 


W. F. Platt, Jr., has been 
named eastern division sales man- 
ager for the Archer-Daniels-Mid- 
land Co., Minneapolis, Minn.. to 
succeed G. H. Tomlinson who is 
retiring from active business. Mr. 
Platt is leaving his post as man- 
ager of the company’s Philadel- 
phia office for his new duties. 

Other changes in the eastern 
offices announced by the company 
are the appointment of E. W. 
Kaufman as manager of the 
Philadelphia office; Harry A. 
Pope named to head the New 
York office with Walter C. 
Doescher as his assistant. 

The sales and personnel of the 
New York office and the Werner 
G. Smith Company division have 
been consolidated to provide more 
efficient service to the trade. 


SEEKS HARDWARE LINES 
FOR EXPORT 


James H. O’Callaghan has ter- 
minated his general partnership 
with John Dunn, Son & Co., 21 
West St., New York City, and 
has reopened offices at 44 White- 
hall St., New York City, where 
he was established before joining 
with Dunn and where he will 
continue his business as buyer of 
general merchandise for export 
and manufacturers’ export sales 
representative in foreign coun- 
tries. Mr. O’Callaghan buys all 
of hardware and ma- 





classes 
| chinery. 


vent sudden rise pending deter- 
mination of the effect on costs in 
these industries of curtailment of 
output due to the defense pro- 
gram. 

Long range price programs are 
being formulated by OPM in con- 
nection with both these indus- 
tries, and meetings will be held 
with representatives to work out 
details. 
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G. H. Smith To Direct All Hotpoint 
Sales—Merchandising Activities 


G. H. Smith has been ap-| Rapids, Mich. In 1933, Mr. 
pointed general sales manager of | Smith became laundry equip- 
the Hotpoint Company (Edison | ment specialist for Detroit for 
G. E. Appliance Company, Inc.) | the General Electric Co. Soon 
afterward he became assistant 
manager, General Electric heat- 
ing device section, Bridgeport, 
Conn., then manager of the sun 
lamp section. Later, he became 
Detroit district appliance sales 
manager, General Electric Sup- 
ply Corp. 

Mr. Smith joined the Hot- 
point organization on November 
1, 1936, as manager of the Hot- 
point home laundry sales di- 
vision. In 1937 he became man- 
| ager of the Hotpoint refrigerator 
sales division, and was made gen- 
eral merchandising manager of 
all five Hotpoint home appliance 
lines in the fall of 1939. 





POT & KETTLE NEWS 
G. H. SMITH’ 


of Chicago. Mr. Smith has been | fall sessions of the Los Angele 
Hotpoint general merchandising | Pot & Kettle Club. Ed Straube 
manager for the past two years. | presented Miss Maxine Bartlett. 
As general sales manager, he will | Housewares editor of the Los 
direct all “Hotpoint” sales and | Angeles Times; Art Wheeler had 
merchandising activities, cover- | Professor H. B. Hoffman who 
ing the Hotpoint lines of electric | talked on Business Law; Harry | 
ranges, refrigerators, water| Terhune, HARDWARE AGE, was 
heaters, home laundry equip-| chairman of a deep sea fishing 
ment, kitchen sanitation equip-| motion picture which featured 
ment, and “Hotpoint” steel | member Ed Straube; A. A. An- 
kitchen cabinets, as well as the | derson secured Hugh A. Matier 
Hotpoint-Edison line of com-| whose topic was the Alaska- 
mercial electric cooking equip-| Argentina Highway. 
ment. For the December election of 
After leaving Michigan State, | officers, president C. H. Hobson 
he joined the Hurley Machine appointed the following nominat- 
Co., and soon was offered the | ing committee of past presidents: 
position of sales manager by the | A. F. Wheeler, T. M. Maroney. 
C. J. Litscher Electric Co.. Grand | W. R. Read, Judd Pohlson and 





BANTAM STATION WAGON GROWS UP: For years 
the bantam station wagon of The Wm. Schollhorn Co., New 
Haven, Conn., has been a familiar sight at the Atlantic City 
conventions with its display of “Bernard” pliers and plier- | 


action tools. This year the bantam was superseded by a | 


regulation-sized station wagon with the unique feature of a 
radiator ornament that is a full sized regular pair of parallel | 
action pliers. They are so attached they, the pliers, may be | 
opened and closed. 
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\ series of interesting lunch- 
}eons have marked the present | 











FETE 50-YEAR SERVICE MEN: George S. Case (right), 
chairman of the board of the Lamson & Sessions Co., Cleve- 
land, Ohio, pinned gold medals on William Behrend (left) 
and Richard F. Vacha, in honor of 50 consecutive years of 
service with the company The presentation was made 
Saturday evening, Nov. 15, at a dinner at The Mid-Day 
Club. Twenty-seven employees of 25 years’ service were 
also cited. All employees with !5 or more years’ service 
| were guests. Present were 11 who have worked for the 
company more than 50 years; 9 who have retired after 50 
years, more than 100 in the 25 to 49-year group and about 
| 275 in the 15-to-25-year bracket. Roy H. Smith, president 


|of Lamson & Sessions, was master of ceremonies. 


L. L. Neblett. It was voted to| for the promotion of G-E Mazda 
have the Christmas Party on Dec.| photolamp sales throughout the 
| 16, with Art Wheeler as general | country and for the establishment 
| chairmen. A stag meeting was | of new sales policies designed to 
| held at the Hotel Embassy after | simplify present rules governing 
| the regular bowling meeting on| wholezale and retail photolamp 
| Nov. 12. The Rainbow Aisle at | relations with G-E. 

| the Hotel Mayfair was chosen as Assisting Mr. Young in his new 
| the place to hold the installation | position will be a staff of trained 
party on Dec. 27, Past President | specialists who will devote their 
L. L. Neblett being general chair- 
man. Judd Pohlson will M.C. the 
proceedings. which include 15 acts 
of vaudeville. Installing officer 
will be Geo. P. Wilcox, while 
A. F. Wheeler is slated to give 
the address and presentation to 
the retiring president. 





WELMAID PRODUCTS 
IN NEW QUARTERS 


Welmaid Products, manufac- 
turer of fabric household utili- | 
ties, Chicago, TIl., have moved to 
larger and more elaborate quar- 
ters in Room 14-111 Merchandise 
Mart. The company maintains 
additional display rooms in New 
York, Detroit, and Lo; Angeles. 





NEW DEPT. PROMOTES 
| 
G-E PHOTOLAMPS | time exclusively to the sale of 


O. H. Young, who has been in| photolamps. The new organiza- 
charge of trade promotion for | tion will supplement the work of 
| Gene eral Electric Co.’s Lamp De- G-E Lamp Department’s seven- 
| partment at Nela Park, Cleveland, | teen sales divisions which blanket 

| has just been advanced to head | the United States in serving dis- 
|a recently formed photolamp | tributors, retailers, professional 


sales Regan As manager | and amateur photographers, and 


0. H. YOUNG 














Mr. Si will be responsible | photolamps. 
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‘Mirro” Salesmen Take On 
Other Lines Daring Emergency 


With no more aluminum cook- | plays, and developing more ag- 


ing utensils being manufactured | 
and stocks rapidly being depleted, | 
the Aluminum Goods Mfg. Co.. | 








WALTER F. BUGENHAGEN 


Manitowoc, Wis., has taken steps 
to keep its regular selling or- 
ganization busily employed rep- 


| other than aluminum. 


| normal. 


resenting several manufacturers | 


of non-competing lines. Several 
lines have been obtained—some 
only available in some territories 
—others for only certain classes 
of trade. 


tion by the Aluminum Goods 
salesmen with reference to ter- 
ritories and types of distribution. 
Lines now being sold are rela- 
tively short and can be handled 
very readily by salesmen who 


have been accustomed to repre- | 
senting far more complex utensil | 


lines. Since these new products 
are in most cases purchased by 
housewares buyers, with whom 
the Aluminum Goods representa- 
tives regularly are in contact, the 
transition to these new lines is 
relatively simple. 

The policy of taking on the | 
distribution of supplementary 
products according to Walter F. 
Bugenhagen, vice-president in 
charge of sales, has been adopted 
as a means of keeping the Alumi- 
num Goods selling organization 
actively employed through the ex- 
isting emergency which has re- 
sulted in a complete cessation of 
aluminum utensil manufacture. 
“Our sales representatives,” he 
stated, “will be supervised and 
directed to fulfill our obligation 





of rendering the same conscien- | 


tious complete merchandising ser- 
vice they have been trained to 
give as ‘Mirro’ aluminum utensil 


These products have been se- | of Investigation, will talk on the 


lected to permit efficient opera- | Subiect of “Industrial Plant Sabo- 


gressive sales effort. 

“Our salesmen are instructed 
to maintain their customary trade 
contact, offering such alternate 
or substitute items we may be 
able to manufacture of materials 
And one 
of the most encouraging signs 
during the present difficult times 
has been the general public’s con- 
sciousness of the value of alumi- 
num in every-day life, which will 
mean a much greater demand for 
aluminum utensils than ever be- 
fore when conditions return to 
It is, therefore, 
tial for us to be ready to take | 
care of our customers in the 
housewares field -with a trained 
and experiencd selling force that | 
is being kept tuned up and active 





essen- | 


| by these other lines during the 
| emergency.” 


BOOSTERS TO HEAR 
FBI MAN, NOV. 28 


At the Nov. 28 meeting of the 
Hardware Boosters of New York, 
to be held at the George Wash- 
ington Hotel, New York City, P. 
E. Foxworth of the New York 
Field Division, Federal Bureau 


tage.” 


CALIF. DEALERS HOLD 
ONE-DAY MEETING 
IN PASADENA 


The 10th annual retail hard- 
ware conference of the Southern 
California Retail Hardware As- 
sociation at the Huntington Hotel 
in Pasadena attracted 255 deal- | 
ers for an interesting and instruc- | 
tive one day’s session according | 
to the report of association man- | 
ager, J. V. Guilfoyle. The speak- | 
ers and their subjects were: | 
“Planning Christmas Merchan- 
dising Displays,” E. G. Jefferies; 
“Credit & Collections,” T. D. | 
McGee; “New Association Ser- | 
vices,” Earl Templeton; “Modern | 
Store Displays,” B. C. Briggs; | 
“The Labor Problem,” E. H. Mc- 
Ginnis, and “Legislation,” Hon. 
F. F. Houser. 

An open forum on timely sub- | 
jects was followed by an innova- 
tion on presenting the women’s | 
angle in a talk by Miss Sybil 





| Chism, organist on the Lum & 


salesmen, thus increasing great- | 
ly the promotional activity of | Modern Woman’s Impression of 


. ‘ . i 
these lines, improving store dis- ! 
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Abner radio show who gave “A | 


Hardware Stores.” 





SCOTCH Zzcw TAPE 


A small counter space “devoted to Scotch Deco- 
rators Tape proves profitable. This attention-getting 
display, also dispenser, is a constant reminder to 
buyers of paint, brushes and 
abrasives that striping and 
two-tone painting can be 
done easily with the use of 
Scotch Decorators Tape. 









Why not make these 
extra twenty-five cent 
sales like others are 
doing? Packed a 
dozen 1”x10-yd. rolls 
to display box. Try 
several displays to 
help increase your 
paint department 
volume. 


Made and Patented in U. S. A. by 

MINNESOTA MINING & MFG. COMPANY 
MINNESOTA 

BRASIVES, LTD 154 Pearl St.,Toronto, Can »y 


SAINT PAUL 
Can. Migrs. and Distrs. CANADIAN-DUREX 
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NEW CHAIRMAN OF 
KITCHEN BUREAU 


Edwin Vennard, vice-president 


of Middle West Service Co., Chi- 





EDWIN VENNARD 


of the Modern Kitchen Bureau, | 
4120 Lexington Ave., New York, | 


| for 1942. 

Mr. Vennard succeeds W. H. 
Sammis, vice-president, The Com- 
monwealth & Southern Corp., 
New York City, who has served 


as chairman of The Modern} 
| Kitchen Bureau since June, 1939. | 


JERSEY DEALERS HEAR 
PRIORITIES TALK 


More than 50 members and | 


guests of the Jersey Shore Hard- 
ware Association attended the 
dinner and meeting on Nov. 13. 
| 1941, at the Berkley Carteret 
| Hotel in Asbury Park, N. J. 

| Guest speaker of the evening 
|was George G. Hoy, associate 
|editor, Harpware Ace, New 


subject of “Defense and_ the 


| Hardware Dealer.” Mr. Hoy 


mentioned several ways the hard- 
ware dealer could offset, in part 


: : | at least, the losses in volume due 
cago, Ill., will serve as chairman | 


to curtailments of regular lines. 
He also explained several prefer- 
ence rating orders recently issued 
by OPM and pointed out how 
dealers might u:e these to secure 
some share of the defense busi- 
ness in their communities. He 
urged dealers to familiarize them- 
selves with the priorities system 
so as to be able to take care of 
defense business that might come 
to them as a result of the spread 
ing of defense orders to smaller 
manufacturers throughout the 
country. 

J. Russell Garvin, Commercial! 
Credit Corp., Asbury Park, N. J.. 
told of the efforts of local busi 
ness men to have Monmouth 
County designated as a defense 


| housing area. He said a mas: 
| meeting would be held soon and 
| urged hardware dealers to attend 


Willard E. Prigge, C. H. Rob- 
erson Inc., Freehold, N. J., presi 
dent of the association. presided 


NEW YORK DEALERS 
HEAR OPM SPEAKER 


More than 150 New York 
hardware men were present at a 
meeting of the Metropolitan 
Hardware Assn., Thursday night. 
Nov. 6, to hear J. W. Hall of 
OPM discuss the operations of 
the Priorities System. Mr. Hall 
advised dealers to seek defense 
business wherever possible. Fol- 
lowing his talk, he answered 
questions from the floor. N. H. 
Kiley, secretary of the New York 
State Hardware Association, was 
also a guest speaker. The meet 


ling was held at the George 


| York, N. Y., who talked on the | 


Washington Hotel. 











| A. F. WEST, NEWLY APPOINTED SALES MANAGER 
| (left) for the Western division of the Washburn Co., Rock- 
|ford, Ill., and Worcester, Mass., receives congratulations 
from his predecessor, A. G. Andrews. Mr. Andrews, vice- 
| president of the company, will continue to be interested in 
| the sales and merchandising problems of the entire company. 
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RUSSELL B. TINDALL 
Russell Booker Tindall, aged | 


70, hardware salesman for Sulli- | 
van Hardware Company, Green- 
ville, S. C., died suddenly Novem- 
ber 1] at a hospital in Newberry, 
S. C., following a heart attack. 
Though in somewhat feeble 
health for sometime, Mr. Tindall 
is said to have appeared in his | 


usual good spirits just a few | 


hours before while a business | 
visitor in Newberry. 

Mr. Tindall had been con- 
nected with hardware firms as a 
traveling representative for over | 
40 years. 








STEPHEN M. PERRIGO 


Stephen M. Perrigo, 77, died 
at his home 3931 N. Hamlin Ave- 
nue, Chicago, October 27, 1941. 
Mr. Perrigo started work for E. 
C. Atkins and Company in 1902 
as demonstrator of hand saws, 
covering practically the entire 
United States. A few years later 
he became manager of the Chi- 
cago branch, serving in this ca- 
pacity until May, 1936, when im- 
paired health forced him to re- 





NEW EDITION OF 
CREDIT MANUAL 


The 1942 edition of Credit 
Manual of Commercial Laws has 
just been issued by the National 
Association of Credit Men, One 
Park Ave., New York City. This 
volume of 848 pages sells for 
$6.50 per copy. 

During the past year the legis- 
latures in 44 states held sessions 
and enacted new laws and revised 
old statutes affecting trade, espe- 
cially the business transactions 
of manufacturers and_ whole- 
salers. These law changes have 
all been checked and are in- 
cluded in the 1942 edition of | 
Credit Manual of Commercial | 
Laws. 

This new edition of Credit 
Manual is divided into seven | 
parts. The first is headed, “Mak- | 
ing the Sale,” and deals with 
such subjects as Contracts, 
Statute of Fraud, Corporations, | 
Partnerships, Agency, Contrac- 
tural Rights of Married a 
Law of Sales Export Sales and | 
Credits. Sales and Use Taxes 
and Fair Trade Laws. 

Part two covers the general | 
subject of Secured Sales, such | 
as Conditional Sales, Chattel | 
Mortgages, Bailments, Consign- | 
ments and Trust Receipts. 
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tire from the managership, but 
he continued active in the com- 
pany’s interests when his health 
permitted, almost to the end. 

Mr. Perrigo was a member of 
the Atkins Pioneers and would 
have received his Forty Year Ser- 
vice Pin at its next annual meet- 
ing. He was a member of the 
Crutch & Cast Club, the Midwest 
Athletic Club and the American 
Protective League which had its 
inception during the reign of the 
Racketeers of business in Chi- 
cago. He is survived by his 
widow, Katherine Kouple Per- 
rigo. 


EDWIN C. RAEDEL 


Edwin C. Raedel, 66, president 
and general manager of the Can- 
ton Hardware Co., Canton, Ohio, 
passed away at his home Nov. 9. 
Mr. Raedel had been associated 
with the company for 40 years 
having started as a bookkeeper. 
At the time of his death, he was 
also secretary-treasurer of the 
Canton wholesale firm. 

Surviving Mr. Raedel are two 
daughters and a son, Edwin C. 


Raedel, Jr. 


Part three takes up the prob- 
lems found in “Collecting the 
Account.” Part Four is devoted 
to Insolvency. Part five takes up 


| “Credit Protection on Public 


” 


Works Projects. 

An extensive section, Part six, 
gives a general outline of the 
new Federal Regulations on Na- 
tional Defense. 





PERTH AMBOY HARD- 
WARE HONORS 25-YEAR 
VETERAN 


Employees and executives of 
the Perth Amboy Hdwe. Co., 
Perth Amboy, N. J., met at a 
dinner Wednesday night, Oct. 29, 
to honor Earl L. Hope, who com- 
pleted 25 years of service with 
the company. During the course 


| of the dinner, Mr. Hope was pre- 


sented with a certificate to show 


| his length of service and a check 


from Jack Madsen, secretary of 
the company. Roy D. Howell, 
president, who acted as _ toast- 


master, presented the guest of | 


honor with an engraved watch. 


In Jauding Mr. Hope for his | 
| many years of service, Mr. Howell 
| also paid tribute to the others 


who have been in the firm’s em- 
ploy for many years. He pointed 
out that more than one-third 
have had more than 10 years’ 
service. 


Feuiled BETTER BUSINESS 
— MAKE MORE MONEY 


with these three | sin sive was 
easier-to-sell 


SHOVELS 


the U. S. Navy, the tj 
j 
Completely satisfy your 


U. S. Marine Corps 
the U.S. Engineer 
entire shovel require- 


Corps and Essential 
Defense In dustries 












ments with these na- 
tionally known shovels 
by Wood. Each sets the 
standard of quality and 
value at a price which 
meets popular 
demand. 
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The Closed 
Back with 





THE WOOD SHOVEL 


De 
AND TOOL COMPANY ply shovels mode by Wood. 
| PIQUA, OHIO 





An Important Job for Salesmen 
Under Present Conditions 


By W. D. KIRKPATRICK* 


Vice-President, 


American Chain & Cable Co., Inc., 


York, Pa. 


ERE is an important job for 
the sales force in the field. 

You know the conditions at our 
plant—the defense orders that are 
crowding our capacity almost to the 
limit, the difficulty of securing raw 
material for non-defense orders—all 
of which means curtailment of the 
normal activities of the sales force. 

But these conditions do not make 
it impossible for you to do valuable, 
productive work. You have been 
working to track down defense busi- 
ness and helping to secure priorities. 
However, we want you to call on 
your customers with more than just 
apologies for slow shipments and re- 
quests for priority certificates. 

When you call on your dis- 
tributors, tell them you want to work 
with them to relieve them of obsolete 
or slow-moving items and, where 
they may be short on some com- 


* This message was originally ad- 
dressed to the district sales managers 
and salesmen of the American Chain & 
Cable Co., Inc. Because of its appro- 
priate and timely subject HARDWARE 
AcE persuaded Mr. Kirkpatrick to re- 
lease it for publication. 


modities, will try to fill their require- 
ments from existing stocks in the 
field when shipment cannot be made 
from the factory. It seems to me we 
should gain some goodwill from the 
jobber merely by showing this in- 
terest in helping him solve his in- 
dividual problems. 

And there will be concrete benefits 
to our customers and to us. This 
is certainly the best time to clean 
out the odds and ends that have 
accumulated over the years and get 
jobbers’ stocks in good shape. Where 
the jobber insists he has all saleable 
merchandise and needs no help in 
disposing of it, we want this state- 
ment noted for future use when dis- 
tributors may be crying to us to re- 
lieve them of over-stocks. 

On tire chains, you may begin 
with consigned stocks. These should 
be in pretty good shape after all 
the juggling we have been doing in 
recent seasons, but we are always 
anxious to have turnover on consign- 
ment improved. The jobber wants 
to have turnover increased on his 
own stock and here you can give 
him real assistance in moving out 
obsolete or slow-moving material. 

Jobbers’ stocks of welded and 
weldless chain should be gone over. 
One customer may have on his hands 
material ordered for a special job 
when another jobber may be able 





to sell it or we may be able to use 
it here at the plant. 

When you uncover conditions like 
these, they should be reported to the 
district offices and to York before 
any shipping instructions are given 
the jobber. 

This work we would like to have 
done in the course of your regular 
traveling as it is not our intention 
that you increase your traveling in 
order to cover all your jobbers in 
a hurry. 

Here at the plant we are also 
studying stocks carefully and have 
been cleaning out any obsolete or 
slow-moving material we have on 
hand. 

Now that we do not have the 
material we once had to sell, it is 
vital that we continue to sell our 
company to our distributors and 
show them that we have not for- 
gotten their interests in the rush of 
defense work. That is the job you 
have been doing and must continue 
to do, and we believe this plan will 
help your distributors. 

We are asking you to think this 
over, study its application to your 
individual territories, and then go to 
it. In the meantime, we shall be 
glad to have your comments’ or 
recommendations and to hear what 
plans you are making to carry this 
through. 


Substitute Materials Likely to Be Found 
in Merchandise Sold in the Hardware Store 


(Continued from page 23) 








Article 


High voltage insulation 
Rubber 


Wire and cable insulating 
Rubber 

Electric light switch 

plates, and shields—Alu- 


minum Plastic 


Vaterial Substituted 


Synthetic rubber, -vistanex with 
crude rubber 


Synthetic rubber and Butyl 





Grindstones 
Decorative 
knobs on tools 


handles 


Article Material Substituted 
Tools 
Tools 
(ALUMINUM ) 
Electric tool handles Plastic 


Black enamel 
and 
Plastic 








Farm Hardware 


Milker pails—Aluminum 

Wire and fencing—Zinc 

Wire and _ fence — Steel 
(formerly galvanized 
steel) 
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Tinned steel 
Corronized coating 


Corronized steel 


Lathe face plates and 


sanding discs Cast iron 


Sporting Goods 


Sporting Goods 
(ALUMINUM) 


Bicycle lights, horns and 


sirens Enameled steel 
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Article 


Fishing rod handles and 
reels 

Miniature skeet trap 

Ski pole rings 


(OTHER METALS) 


Gun cleaning rods—Brass 

Flashlight cases—-Copper 

Bicycle lights, horns and 
sirens—Nickel 

Bicycle frame—Steel 

Football helmets—Leather 

Midsoles for athletic shoes 
—Leather 


Gun stocks—Wood 


Vaterial Substituted 


Plastic covered steel 
Cast iron 
Rattan 


Steel 
Plastic 


Enameled steel 
Laminated plastic plywood 


Fiber 


Fiber 


Plastic 


Other Departments 


Paints 


Aluminum paint Alumi- 


num 


Cans for paints, oils, ete. 


—Tin 


Tung oil for paints 


Oil varnish for finishes for 
various types of paints 

Plumbing 

Supplies 

Items formerly made of 
brass, copper, and steel 

Hot water tanks (insides) 
—Nickel 

Galvanized range boilers 


Zine 
Monel sinks—Nickel 


Valves, pipe fittings, etc. 
Tin 


Flotation devices—Cork 


Sheet Metals 


Galvanized sheets for roofs 


and siding—Zinc 
House gutters—Copper 
Sheet Copper 
Galvanized steel sheets— 
Steel 
Babbitt metal—Tin 


Wheeled Goods 


Baby walkers—Aluminum 
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Barite and carbon black paint | 


vehicle—gray. “Gray Totrust” 
(tintanium base pigment and 
a special penetrating oil) 


Tinned body and terne-plate | 


bottoms and tops; also black 
steel plated containers with 
terne-plate tops and bottoms 
Special types of linseed oils: 
combinations of soybean, lin- 
seed, citicia, fish and castor 


bean oils, menhaden and sar- | 


dine oils 


Alkyd resin emulsion paints 


Lead 
Enameling 
Porcelain 


Porcelain 
ameled 


and porcelain - en- 


Combination of copper, silicon, 
manganese and lead 
Cellular rvier, synthetic rub- 


ber 

Porcelain enameled flat and 
corrugated sheet steel 

Wood 

Porcelain enameled steel, rub- 


ber on steel electro or dip: | 


metal finishes steel; plastic 
and synthetic resin finishes 
on steel; glass 


Asbestos 

Thinner coating of tin sup- 
ported by stiff bronze or steel 
backing; or for many pur- 
poses lead babbitt containing 
no tin 


Steel and baked enamel 


TURN TO 


THE Quikwerk PAGE 
INYOUR JOBBERS 


CATALOG AND... 





| 





The Tools Are COMPLETELY Processed 


JOBBERS are offering you the 
biggest value possible in Heavy 
Hardware Tools when they 
show the Quikwerk Line. 
Striking faces have specific 















hardness. Yet, in these tools, 
the cutting edges have entirely 
different physical properties 
which best fit their particular 


service. Each manufacturing 
operation is thoroughly com-. 
pleted from a metallurgical 
standpoint . . . and Quikwerk 
Tools may be reground with- 
out subsequent heat treating. 






STANDARD 
CLAY OR 
RAILROAD 








You, in turn, can give big value 
—safe and long-life tools, by 
selling the QUIKWERK Line. 


Send for Catalog 
Showing Complete Line 


WARREN TOOL CORP 


_; 
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By L. W. MOFFETT 
Washington Representative 
of Hardware Age 
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HARDWARE NEEDS of the coo- 
perage and wooden container indus- 
tries, such as wire and nails, saws, 
knives and other tools were rated A-5, 
except wire, which was rated, A-8, in 
Preference Rating Order 79, issued on 
Nov. 14 by the Priorities Division of 
OPM. Rating use is restricted to those 
quantities and kinds of ferrous ma- 
terials set forth in PD-82. OPM ex- 
pressed the belief that the priority 
assistance will stimulate the substitu- 
tion of wood for metal containers. 
Manufacturers of wooden barrels, kegs, 
and containers made from sawed lum- 
ber, veneer, or plywood, and of paper- 
board containers are included in the 
order. 

A producer, in order to employ the 
rating, should fill out an acceptance of 
the order and file it with the Priorities 
Division. Unsigned copies should be 
furnished to his suppliers of ferrous 
materials, who may, in turn, extend the 
order to suppliers of material to be in- 
corporated in articles to be furnished 
the producer. 

x «* * 


THE DEPARTMENT OF COM- 
MERCE SAYS that a substantial con- 
servation of steel is expected to result 
from a newly revised simplified practice 
recommendation covering metal lath. 
The revised recommendation (R3-41) 
was worked out by the Division of Sim- 
plified Practice, Bureau of Standards. 
When the recommendation was first 
promulgated in 1924 it effected a re- 
duction from 125 varieties of metal lath 
to 24 for regular stock purposes. Under 
the latest revision inventories required 
to be carried at the mills and in ware- 
houses of dealers and jobbers will be 
reduced by an estimated 30 per cent 
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and the rolling of sheets for these prod- 
ucts will be simplified. 
xk 

THE NEW PROPOSED WITH- 
HOLDING TAX places United States 
citizens and companies in the same 
category as non-resident aliens and tax 
dodgers. Present legislation of this type, 
limited to aliens and evaders, is sup- 
posed to prevent non-payment of taxes, 
by withholding at the source. The 
Treasury Department seems afraid of 
diffgulty in collection, it appears, in 
adopting this method. Indications are 
that Congress won’t even consider such 
a bill before next March. 

x * * 

IF SUCH A TAX BILL were en- 
acted before March, it would mean that 
the Treasury with the beginning of 
next year would start collection of in- 
come taxes for that year while the first 
installment of income taxes for this 
year (1941) would not be due until 
March 15. Consequently, it would seem 
that income taxes for two years would 
be actually paid into the Federal Trea- 
sury during one year. 

x** * 

WHEN LEON HENDERSON, 
OPA chief, spoke in the Armistice Day 
steel conference, he said that the in- 
dustry should embrace the new price 
control bill for patriotic reasons as well 
as financial ones to prevent inflation, 
and as an aside said that the bill em- 
bodied more standards governing ad- 
ministrative control than any similar 
piece of foreign legislation. 

xk * 

THE WHOLE SCREAM about 
the lack of control of farm prices stems 
from NRA days. Farmers then liked 
the AAA but NRA price control at- 


tempts were a sore point, so sore, ip 
fact, that if the Supreme Court hadn’t 
ruled the NRA unconstitutional, severe 
political flareback would have made 
NRA do something about the price of 
manufacturers to farmers. 

x *k * 


OF COURSE the lack of an agri- 
cultural and a wage ceiling is recog- 
nized as a bold bid for votes. Now is 
the time for Mr. Roosevelt to apply his 
aphorism: “An ounce of action is worth 
a pound of argument,” if he is to have 
an even partially effective price con- 


trol. 
x * * 


EAGER TO CONTINUE what he 
said has been the admirable coopera- 
tion of 1,700,000 distributors in main- 
taining prices at fair competitive levels. 
Price Administrator Henderson has ap- 
pointed Edgar J. Kaufman, Pittsburgh, 
president of Kaufman Department 
Stores, Inc., as consultant on distribu- 
tion problems for OPA. To Mr. Kauf- 
man has been assigned the task of ad- 
vising on problems relating to pricing 
and distribution of finished goods with 
special reference to “scare buying.” 
He also will advise in the preparation 
of price administration programs in the 
finished goods field, reduction of waste 
in distribution, and on problems aris- 
ing from unethical practices of either 
retailers or manufacturers that affect 
prices. 

Mr. Kaufman is a director of the 
National Retail Dry Goods Association: 
a trustee of the American Retail Fed- 
eration; founder and associate staff 
member of the Research Bureau for 
Retail Training, University of Pitts- 
burgh, and president of the Labor 
Standards Association of Pittsburgh. 
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«! HOTSTREAM 
offers you a Defense 









against Lost Sales 
with the New Gas-Fired 


PORCELAIN ENAMEL 
Automatic WATER HEATER 


It's tough to get enough galvanized and non- 


ferrous tanks to take care of all your needs. So, 
to help you keep up your sales we have developed 
the new Model "A” gas-fired automatic heater 
with porcelain enameled (glass-lined) tank, offer- 
ing many outstanding features and greater profits. 





CLEAN AS GLASS. No dirt, no corro- 
sion, no leaks, no discolored water. 


TANK GUARANTEED 20.YEARS. 
Armco Ingot Iron Tank, heavily 
porcelain-enameled inside and 
out. New fusion-weld process with 
built-in spuds. No gaskets used. 





ECONOMICAL — DEPENDABLE. 
Heavily insulated...most efficient 
type burners... trouble-free auto- 
matic operation. 


Vy 


FIVE SIZES. 15, 20,30, 40,60 gallon 
capacities with inputs ranging 
from 10,000 to 40,000 B. T. U. 


- 


oo 
APPROVED by A.G. A. and govern- 


ment agencies F.H.A., U.S.H.A., 
P. B. A., and War Department. 























Model “A” 


THE HOTSTREAM HEATER COMFANY 


8007 GRAND AVENUE + 


CLEVELAND, CH'< 
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HOW 

THIS 

TOOL 
SELLS 
ITSELF 


Just hand your customer a Green- 
lee Push Drill and let him see how 
easy it operates... its sturdy con- 
struction...and its highly polished 
chromium finish. Show him both the 
all-transparent plastic handle and 
the hardwood handle with a trans- 
parent ring next to the metal cap 
showing the ends of the drill points, 
and explain that both handles serve 
as a magazine for 8 drill points. 
These Greenlee features will quickly 
sell this popular Push Drill to both 
the home craftsman and the profes- 
sional worker. 


Learn how this Push Drill and 
the other tools in the Greenlee Line 
can mean extra sales for you... 
write for complete information and 
new 1941 Catalog No. 33! 


IT---SELL IT 


@ TRANSPARENT OR 
‘HARDWOOD HANDLE 


@ 8-DRILL MAGAZINE 


@ ALL WORKING PARTS 
FULLY ENCLOSED 


@ CHROMIUM PLATED 


@ BUILT FOR LONG 
HARD SERVICE 


@ FAST, EASY TO USE 








GREENLEE TOOL CO. 


1715 COLUMBIA AVE. + ROCKFORD, ILLINOIS 


Tools That Stay Sold! 
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New and Improved Merchandise—Display Helps—Sales Literature— 


Vitreous Porcelain 
Cabinets 


These “Time-Proof” cabinets with 
seamless, genuine one-piece drawn box 
have vitreous porcelain finishes, the same 

















as used in major bathroom fixtures. 
Finish, maker states, is rust and fade 
proof, impervious to stains and burn 
marks, and does not crack or peel. In- 
side corners are rounded to facilitate 
cleaning. Outside corners are square. 
The % in. return flange enables cabi- 
nets to be set in tile easily and neatly. 
Frames and shelf supports are of stain- 
less steel. Mirror is finished by the 
“Permaloy” process and guaranteed 
against silver spoilage. The F. H. Law- 
son Co., Evans & Whateley Sts., Cin- 
cinnati, Ohio. 


Capewell Cutting Saws 


The Capewell Mfg. Co., Hartford. 
Conn., has issued catalog No. M239D 
showing the line of Capewell metal cut- 
ting saws in the sizes which will be 
continued to be manufactured and to 
cover all metal cutting requirements. 
This catalog follows the recommenda- 
tions of OPM. Several pages provide 
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useful information on hand saw. and 
band saw blades to enable them to last 
longer in actual service. 





Paint Brushes 


“How to Get the Most Service From 
Your Paint Brushes” is the title of a 
new pamphlet issued by The Wooster 
Brush Co., Wooster, Ohio. The sug- 
gestions in this folder tell in a few 
quick reading sentences the easiest ways 
to get the most service from good paint 
brushes. 


“Bantam” Tool 


Designed to do a variety of work de- 
pending on number of tools and acces- 
sories purchased. Can be used on all 
types of materials, maker states. Oper- 
ates on 110-115 volt AC-DC, speed ap- 
proximately 20,000 r.p.m. Has internal 
ventilator fan; nonbreakable steel case, 
finger-tip switch. Retails for $9.95 com- 
plete with 8-ft. cord and plug, two 
wrenches, one tool, 4% and 3/32 in. 
collets. Small Motors, Inc., 1733 Mil- 
waukee Ave., Chicago, Ill. 








Garden Tool 
Deal and Display 


Seymour Smith & Son, Inc., Oakville, 
Conn. Its PHG 45 “Master” deal and 


display provides an initial stock of fast 





selling pruners, hedge and grass shears. 
Assortment is balanced in three price 
ranges to meet all competition. Free 
goods on this $34.50 deal with sales 
value of $55.48 amounts to $3.64. The 
floor stand display, counter high, is de- 
signed in full color. It can be used as 
a complete unit or as seven separate 
displays for counters and windows. The 
“Master” deal and display comes in one 
compact carton, shipping weight 90 Ib., 
easy to handle and set up. Included are 
a large four-color, three panel window 
display, counter cards, window stream- 
ers and circulars. Catalog in full color 
available. 


Colt Electrical Products 


Colt’s Patent Fire Arms Mfg. Co., 
electrical division, Hartford, Conn., has 
issued a 57-page catalog of illustrations 
and specifications on electrical switches, 
control equipment, and other of its elec- 
trical products, 
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for Retail Hardware Stores 
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Window Trims—New Packages—New Colors—Catalogs 


Weather Forecaster 


The Baroscope made by the Sincere 
Products Co., 30 Munro Blvd., Valley 
Stream, Long Island, N. Y., is sensitive 
to atmospheric pressure, temperature, 





and moisture content, maker states. It 
is especially designed to be used out of 
doors, where it can react immediately 
to atmospheric changes. Fastens to 
window. Retail selling price, $5.00; un- 
der Fair Trade. Special introductory 
deal. 


Brass Goods Catalog 
The H. B. Sherman Mfg. Co., Battle 


Creek, Mich., has issued a catalog show- 
ing its complete line of brass goods and 
also including its new plastic lines of 
lawn and hose goods. 


“Pexto” Pruning Shear 


No. 77—in a new design in which 
the “blades pass” at a mechanically 
correct angle to prevent bark bruising. 
Model illustrated has an 8-in. blade; is 
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of special analysis high-carbon cutting 
steel; special patented cutting features; 
blades accurately machined, hardened, 
and tempered. Nickel-plated volute 
spring and easy-action handle clip; 
regulating ratchet lock-nut; two - tone 
blue enameled handles, and fully polish- 
ed head. Retails for $1.98. The Peck, 
Stow & Wilcox Co., Southington, Conn. 


pusenenee HARDWane 


















Wholesalers’ Catalog 


The Bluefield Supply Co., Bluefield, 
W. Va., has issued general catalog No. 
41 on its lines of hardware, mine and 
mill supplies, plumbing and _ heating, 
major appliances, automotive accesso- 
ries, electrical and contractors’ equip- 


ment. 
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QORA COMPOUND 


on customers will find that 
PECORA Calking Compound 
is actually “Cheaper in the end”, 
because it will not dry out, crack 
or chip when properly applied. 
You will find this item profitable 
to handle because its unvarying 
high quality assures satisfied cus- 
tomers. Available in bulk—or in 
non-refillable metal cartridges for 
use with the Pecora High Pres- 
sure Calking Gun illustrated. 


Pa 





net cash with 


order. To approved credits 2 per cent 10 
F. O. B. Phila., 


per cent disc. 


With 3 Nossles and 4 
Cartridges of approx. 1 qt. each 


4 


"Ciect lor 97-00 


days, 30 days net. 


Terms: 





OTHER 
PECORA PRODUCTS 


Roofing Cements 
Furnace Cements 
Casement Putty 

Metal Sash Putty 
Glazing Putty 

Stove & Boiler Putty 
Perfect Patching Plaster 


‘PECORA PAINT COMPANY, Inc. 


Established 1862 by Smith Bowen 
Lawrence & Venango St. Philadelphia, Pa. 


Member of Producers’ Council, Inc. 
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For years your best tool customers 
have been “making the best of it’’ 
with old or makeshift tools. Now 
they are working and they are 
buying tools. Most of them prefer 
Stanley. Your jobber will gladly 


recommend a fast moving stock. 





MITRE BOXES 


STANLEY 
TOOLS 


New Britain, Conn. 








_ WHATS NEW 


Plastic Shower Heads 


Made of plastic, resistant to cor- 
rosion by air and water. Can be ad- 
justed to any angle. Self-cleansing by 








loosening the set screw to permit the 
stream to flush out any sediment. Lin- 
coln Park Mfg. Co. Lincoln Park, 
N. J. 


Improvements in 
“Doo-Klip” 


Alliance Mfg. Co., Alliance, Ohio, 
announces several improvements in the 
“Doo-Klip” line of lawn tools for 1942. 
These improvements include a new 
handle clip (as illustrated on the 
standard grass shear dbove). This 
clip enables the user to close the 
blades when shears are not in use. It 





is released by a slight pressure on the 
handle and folds down, out of the way 
when shears are in use. This new clip 
is on both the Standard “Doo-Klip” 
and the “Snip-itt” hand shears. The 
“Doo-Klip” weeder is improved with a 
stronger, heavier tube and a reinforc- 
ing rib in the claw. 


Tinol Solder 
In Paste Form 


Tinol solder in paste form for house- 
hold and amateur soldering, now comes 
for the hardware trade in an attractive 
display box showing the large tube of 
improved paste solder that has a lower 
melting point. Tinol solder in paste 








form is said to solder all metals; does 
not require any flux, and may be used 
with a soldering copper or torch. Re- 
tails for 25 cents per tube. American 
Solder & Flux Co., Trenton Ave. and 
Norris Street, Philadelphia, Pa. 


Collapsible Dryer 


This No. 75 “New Art” tripod col- 
lapsible dryer, fully opened takes only 
space, 4 ft. in diameter and gives 24 
ft. of drying space. Dryer folds auto- 
matically. Wooden rods or lines can 
be used as needed by pulling them 
up through slot in top metal plate and 





then dropping them over into notch pro- 
vided. List price, $2.95; dealer’s dis- 
count 40 per cent. Artmoore Co., 108 
N. Water St., Milwaukee, Wis. 


Koroseal Ironing Pad 
Display 

The Sunlite Mfg. Co., Milwaukee, 
Wis., is offering dealers an attractive 
display card for the holiday season to 
be used in connectic with Sunlite 
Koroseal “Heat-Mirror” ironing pad 





set. Eight colors are used in- this 
attractive Christmas display. The card 
is 19 in. high, and 23 in. wide. 
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Wallpaper Remover 


Soilicide Laboratories, 51 James 
Street, Montclair, N. J., announces “Tat 
Stripsoff,” a new and improved wall- 


Sin esoff 
REMOVES WALL PAPER 
Make this Lal 





paper remover which is said to pene- 
trate most of the tough washable wall- 
papers and dissolve the paste. It elim- 
inates sanding and the use of steel wool 
to put the wall in condition for repaper- 
ing—is also a cleaner for painted sur- 
faces or walls before painting, maker 
states. A display stand, ideal for dem 
onstration purposes, is available to deal- 
ers with a nominal order. This new 
concentrate may be diluted 32 parts 
water to one part “Stripsoff.” Comes in 
packages ranging from 2 oz. to 1 gal.: 
shipped transportation free anywhere in 
the United States. One gallon (4 oz. of 
the concentrate) is enough to remove 
the paper from an average size room. 


Meat Baster 


“Artbeck,” maker states, separates 
fats or greases or scums in one opera- 
tion, from gravies, stews or roasts. These 





may be applied to the roast in basting 
or poured in a separate container for 
other use. Suggested retail selling price. 
60 cents. Arthur Beck Co., 6024 Black- 
stone, Chicago, Tl. 


Shelf Paper Patterns 


The fall patterns introduced in the 
“Milapaco Pantry Pride” shelf paper. 
include decorative edges with modern 
designs in ivy, tulips. symbolic kit- 
chen ware, silhouetted animals, and 
many other attractive motifs, that have 
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been given a new embossed treatment 
to simulate the effect of coarse-woven 
cloth colorfully embroidered. 

Current features in the present 
“Pantry Pride” line are also carried 
by the new patterns. The patented 
scored edge that saves time in laying 
the shelf paper is one of the features. 
Improved china white paper having a 
glass-smooth surface for easy cleaning, 
is used. The new patterns are available 
in the standard 9-foot lengths at the 
regular 5 cent price. Milwaukee Lace 
Paper Co., Milwaukee, Wis. 


’” . 
“Gator” Roach Hives 
Use only a small amount of slow act- 
ing poison to give insects time to return 
to their haunts to die. Packed three 





large hives to a package, each package 
to retail at 35 cents. Special trial size 
package to retail at 15 cents contains 
three small hives. De Soto Chemical 
Co.. Inc., Arcadia, Fla. 


Adjustable Bulb 
Extractor 


Adjusts to fit bulbs from sizes 10 to 
300 watts by moving ring up or down. 
Fits over broom handle. Suggested re- 
tail selling price, $1.50. Fibo Mfg. Co.. 
1133 Broadway, New York City. 











SCREW DRIVERS 


The needs of every skilled work- 
man-wood worker, metal worker, 
machinist, electrician—can be fully 
met with work-tested Stanley 
Tools. It is good business to fea- 
ture the tools your customers 
know best. Your jobber stocks 
world-famous Stanley Tools. 


GENERAL UTILITY TOOLS 
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New Britain, Conn. 
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WHATS NEW 


To Prevent Show 


Window Frosting 


The General Air Conditioning Corp., 
4445 Appleton St., Cincinnati, Ohio, 
suggests its “Water-Sorber” for prevent- 





ing show window frosting. It removes 
moisture from the air in the windows 
and thus eliminates condensation and 
freezing. This applies only to windows 
that are enclosed or cut off from the 
remainder of the store. It may be used 
whether or not window is heated. “Wa- 
ter-Sorber” contains cubes of a water 
absorbing chemical. As air circulates 
over these cubes, moisture is with- 
drawn and drops to the bottom where 
it may easily be removed. Electric fan 
circulates air through a top grille and 
return air flows into unit through the 
bottom register. Cabinet is 26 in. high, 
14 in. wide, and 12 in. deep. Shipped 
complete with 10 lb. of chemical. Sug- 
gested retail selling price $20.00; refill 
containers of 20 Ib., $2.25. 


“Eureka” Service Kit 


Designed to give quick repair service 
at a minimum cost. Provides in one 
complete package all vital service parts 





needed in repairing vacuum cleaners 
and is indexed for yearly model refer- 
ence for ease in handling. Dealer’s in- 
vestment in kit is $9.95. Eureka Vacu- 
um Cleaner Co., 6060 Hamilton St., 
Detroit, Mich. 


Electric Beater 


This lightweight, portable electric 
beater, designed for the quick and 
easy beating of eggs, cream, sauces, 
dressings, drinks, etc., has a_high- 
powered motor encased in a_ white 
enamel case, topped by a red knob 
handle. The unit fits snugly into a 
graduated bowl of white opal glass. 
Equipped with a heavy, durable beater; 





handy switch; long, flexible rubber 
Underwriters’ labeled cord. Listed by 
Underwriters’ Laboratories, Inc. AC 
only. Knapp-Monarch Co., Saint Louis, 
Mo. 


Walker-Turner Catalog 


A new and completely revised cat- 
alog of 56 pages has been issued by the 
Walker-Turner Co. Inc., Plainfield, 
N. J. It is illustrated and explains in 
detail the standard line of metal work- 
ing and wood working machine tools 
made by this company. Also shown 
are a number of entirely new machine 
tools developed primarily for the de- 
fense industries. A radial drill press, 
two polishing lathes and a radial ma- 
chine for cutting ferrous and non- 
ferrous metals, plastics and ceramics 
are featured. Other machine tools de- 
scribed in the catalog include metal- 
cutting band saws, radial saws, cir- 
cular saws, jointers, lathes and similar 
products. 
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Protective Metal Coating 

“Amco” metallic coating powder 
Brand “K” for making repairs to dam- 
aged tin coatings. Maker states that 
while the finished coating has the ap- 
pearance of tin and matches it perfect- 
ly, it is also completely rust-resistant 
and will protect the underlying iron or 
steel to the same extent as hot dipped 
zine coating of the same thickness. This 
material is intended for use wherever 
an original tin coating has been dam- 
aged in handling, worn away through 
use, or burned away in a welding oper- 
ation. American Solder and Flux Co., 
Trenton Ave., and Norris St., Phila- 
delphia, Pa. 


Heavy Hardware Catalog 
The Perstnger Supply Co., William- 
son, W. Va., has issued catalog No. 2, 
on its lines-of mill-mine and electrical 
supplies, machinery, contractors’ equip- 
ment, and shelf and heavy hardware. 


How to Merchandise the 
Modern Laundry Idea 


(Continued from page 30) 


sold at one time. Many hardware 
dealers who keep prospect lists 
consider all names on it as active 
until such time as every possible 
appliance sale has been made, 
either by their own organization 
or by other outlets. 


15—Exhibit at county fairs. 


The modern home laundry idea 
is particularly adaptable to the 
county fair—whether gasoline or 
electric power washers are fea- 
tured. 


16—Demonstrate in a window. 


Having a woman demonstrating 
the use of laundry equipment in a 
show window will help broadcast 
the fact that you have such lines. 
Such demonstrations help sell the 
idea that the washer and ironer 
are complimentary items that go 
together in the home. 


17—Advertise the idea. 


Advertise the component parts 
of the modern home laundry by 
radio, direct mail, newspaper and 
through the use of stuffers in out- 
going packages. And use the di- 
rect mail method on all prospects 
who have shown any interest at 
all in the idea. 
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Put It Out Where They Can Try It 


Use this proved selling stunt for two short weeks, and we'll warrant 
you'll sell more mitre boxes than you've sold in the past year: 


] Put a Langdon Acme Mitre Box on a stand by itself. (Langdon 
* Acme is head and shoulders above ordinary boxes because of 
its full ball bearing guides, which let the saw slip smoothly, and its 
quick-action ball bearing lever, for easy angle adjustment; cuts up to 
101,” at right angles, 7” at mitre. Our Goodell All-Steel box also 
makes a good demonstrator. Its unbreakable construction and ad- 
vanced design make it the favorite of many far-sighted buyers.) 


2? Have at hand a small selection of short lengths of lumber, from 
* quarter-rounds to 4” board. 


3 Invite your carpenter-customers to try it out .. . to see for them- 
* selves how easily true angles roll out. They’re busy these days .. . 
they'll appreciate this help. 


Be sure you have an ample stock—you'll sell ‘em! Better check with 
your Millers Falls jobber now. 







MILLERS FALLS 
TOOLS 
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from the far en 


By SAUNDERS 


()...; upon a time 


you could sit at a small sidewalk 
table at the Cafe de la Paix in 
Paris and watch the world pass 
by. 

Today New York is the cross- 
roads of the world. If you move 
around in New York you will 
meet people from the ends of the 
earth. 

I have lived in and studied this 
city for 25 years. The one fixed 
law has been the law of constant 
change. There is one more book 
I would like to write—“The World 
as It Appears to Me Today.” But 
my job—out in the country this 
week end is to write about some 
of the hardware men—from all 
parts of the world who have called 
on us or written letters from far 


away places. Imagine a letter 
from Pitcairn Island from a 


descendant of one of the mutineers 
of the Bounty, another from Haiti, 
from New Zealand, from Austra- 
lia, from England, from Paris. 
even from Iran, Algiers and the 
desert of Sahara. 

And think of callers from Swe- 
den, South Africa, Cuba, South 
America. It may be a troubled 
world but one can’t say it is not 
an interesting and exciting one. 
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And surely HARDWARE AGE must 
have a wide foreign circulation 
because all these visitors and 
correspondents tell me they read 
and enjoy my articles in Harp- 
WARE ACE and want to meet me. 

So here let me just briefly share 
some of these letters and these 
travellers with you. Each has his 
story, full of adventure and human 
drama. I wish I could do the 
stories justice. 


Back from F ‘rance 


One friend has just returned 
from the south of France where 
he has been living in a_ villa. 
The Germans moved in as neigh- 
bors. One midnight they were 
aroused. A relative was at the 
door with a new born child, born 
on a flight from Belgium. His 
experiences and observations were 
not what we read in the papers. 
He would not care to have me 
quote him. 

The Venetian Marco Polo was 
something of a traveller. After- 
wards in prison he wrote his book 
about China. It was not believed 
by his generation but time proved 
he was not a Baron Munchausen. 
But Bengt Carlson representing 
Sandvik Saw & Tool Corporation. 
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New York City, can give Marco 
cards and spades as a _ world 
commuter. 

In 1939 Mr. Carlson started out 
as a salesman and “contact maker” 
for his company. I have just 
interviewed him at their New 
York office on Warren Street—that 
New York oasis of hardware men 

where he has just returned. 

Here is an outline of his two- 
year journey mostly in the zone of 
war at a time of war—Paris, Bel- 
gium, Holland, Germany, Italy, 
Balkans, Suez Canal, Java Straits 
Settlement, Philippines, Japan, 
China, Siberia, Russia, Finland, 
Norway, Sweden, Cuba and at last 
back to New York. Mr. Carlson’s 
experiences and_ observations 
would fill a book. All I can do 
here is to present a few highlights. 

England had warning that Ger- 
many was arming. Their “scouts” 
reported it time after time. 
Churchill warned them. They 
just wouldn’t believe—in this 
respect like most peace-living 
Americans. None are so blind as 
those who will not see. None so 
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deaf as those who will not hear! 
England’s navy, it is said, also did 
not even have sufficient ammuni- 
tion for a war-time basis. 

France having 40 political par- 
ties was “talking.” Labor was 
interested in shorter hours and less 
work and even government em- 
ployees with union labor were 
staging “sitdown” strikes. It was 
in France that this idea originated. 

Germany organized and under 
pressure from above was working 
long hours. Every man knew his 
job and did Everywhere in 
Germany Mr. Carlson saw fac- 
tories busy with war preparations. 

Italy paid the smallest wages 
with the highest cost for commodi- 
ties. She was taxed to death, was 
short of raw materials, possessed 

“champagne” appetite for battle- 


ships, battalions and uniforms 
with a “beer” pocketbook. 
In The East 


Dutch colonies were well gov- 
erned and had industrious, intelli- 
gent people. 

Philippines—not so “hot” as 
workers, full of politics and bu- 
reaucrats; will fall into hands of 
some stronger nation as sgon as 
the United States lets go. But 
politicians must have jobs, also 
“rewards” for the faithful. 

Australia—in many respects 
like Western United States—great 
outdoor lovers—horse racing, 
hunting, sailing and all outdoor 
sports. People energetic and 
enterprising. 

New Zealand, the Eden spot of 
the world with a wonderful cli- 
mate, fine people, prosperous, law- 
abiding. Unions with responsi- 
bility. 

Japan—annilitaristic, full of pride 
and bombast, obsessed with idea 
of making cheap goods to under- 
sell the world especially in the 
Oriental trade. 

Russia, still a mystery. It has 
great industrial possibilities but 
is obsessed with Communistic 
ideas. Poor mechanics, little edu- 
cation—political, international or 
otherwise. 

Norway, Finland, Sweden. Have 
developed the cooperatives — 
working well—hardware not much 
affected. 
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Off Norway Mr. Carlson’s ship 
was bombed by an airplane. He 
escaped to land in a small boat 
and lost everything. 

Mr. Carlson states that there 
was still a growing demand all 
over the world for better tools and 
materials. 


The one thing that impressed 
me most of all was Mr. Carlson’s 
observation that in all the coun- 
tries he visited he found the 
common people, the merchants 
and the workers very apathetic to 
the war. They do not want war. 
They just found themselves in the 
iron grip of war mongers and 
politicians — international gun 
men. 

To my last question, he answered 
that world business men desired 
most of all to return to individal- 
ism—in a word to the competitive 
system. Almost everywhere busi- 
ness men were sick and tired of 


bureaucratic control and _inter- 
ference. 
What surprised me as Mr. 


Villesvik, manager of Sandvik 
Saw & Tool Corporation, showed 
me over their sample room was 
the wide assortment of Swedish- 
made goods sold in the United 
States, hand saws, buck saws, files, 
fishhooks, planes, steel etc. 


* * * 


G. Beveridge Brewster of G. 
Beveridge Brewster & Co., Johan- 
nesburg, South Africa, called 
“International Distributors of 
General Merchandise” is an Ameri- 
can. In the World War he was in 
the United States Army and was 
sent to the Orient. After the 
Armistice he travelled widely and 
finally settled in Johannesburg 
where he represents American 
manufacturers. 

His account of South Africa 
would make a long article in it- 
self. You must know two lan- 
guages there—English and Afri- 
caan, the latter a combination of 
Dutch, English and native dialects. 
Distances are great and it’s 1000 
miles from Cape Town to Johan- 
nesburg. English and Dutch and 
a few Americans getting along 
pretty well. But there has been a 
flood of war refugees and they 
have upset arrangements. It will 
be a slow and painful job to as- 
similate them. Mr. Brewster was 
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You can stock the entire Berea Line with confi- 
dence . . it is honor-built and backed by over fifty 
yeors constant improvement. Thousands of users 
recommend its high quality . ones 
the receptive merket in your tentlery. Stock Berea. 
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A popular buy-word 


National 


HARDWARE 














E score of years that these fine 
products of builders’ hardware 
have been offered to the trade have 
been marked by dependability in 
service always. 


It is little wonder that the endorse- 
ments of the many users of National 
Hardware have created the popular 
demand that exists today. Discrim- 
inating builders ask for these prod- 

ucts by their trade 

name and insist 

\ on the genuine. 


If you do not car- 

ry this hardware, 
you should write today 
for full particulars. 


National Manufacturing 
Company 
STERLING - - - ILLINOIS 


————S———SS>SSS=—SS= 














Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory Num- 
ber of HARDWARE AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 


100 East 42d St, New York City 
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born in Minneapolis. He will be 
glad to hear from American man- 
ufacturers who wish representation 
in the Union of South Africa and 
Portuguese East Africa. 

It is a country with a future. 


. 3. @ 


From Port-au-Prince, Haiti, 
comes an interesting letter from 
hardware man Robert Bonhomme. 
He tells about conditions on that 
historic island. He is planning a 
visit to New York and is coming 
in to see me. Mr. Bonhomme has 
had a varied experience and we 
look forward to his coming visit. 


* * * 


Then one day in dropped Senor 
Carlos Alvarez, Jr., the proprietor 
of Casa-Rex-Tone, Havana, Cuba. 
He conducts a general hardware 
business in Cuba, specializing in 
builders’ hardware in Havana. 
Mr. Alvarez speaks and writes 
English fluently. He carries a full 
line of American hardware suit- 
able to the Cuban trade. 

On my desk for years I have 
used a Spanish dagger as a letter 
opener. I bought it in Granada, 
Spain. I was visiting the Alham- 
bra and saw this dagger dug out 
of a wall by a workman. It was 
evidently very old. The handle 
was carved ivory and the long 
blade was of triangular shape like 
some bayonets. As I chatted with 
Mr. Alvarez I thought this dagger 
should return to a Spanish owner 
and so I asked him to oblige me 
by carrying it back to Havana and 
use it on his mail. I have a 
pleasant letter from him telling 
me that my dagger is now in its 
new environment. The ancient 
owner of this weapon hardly 
dreamed of its future travels. | 
wonder if it will ever return to 
Spain or Morocco. 


From Pitcairn Island 


One of our latest letters comes 
from where? That little spot of 
an island in the vast Pacific— 
Pitcairn Island. You know the 
story. It has been in the movies. 
This is the island where the muti- 
neers of the Bounty finally landed, 
burned their ship and made their 
home. That was some 150 years 
ago but the descendants of the 


mutineers and their native wives 
still live in Pitcairn. Most of 
them are Seventh Day Adventists 
having been converted by a min- 
ister of that sect who dropped off 
at the island many years ago. 


A Sad Letter 


But this letter from the other 
side of the world is a sad one. 
Even this remote island suffers 
from the present world war. I am 
sure you will be interested in some 
extracts. The letter is dated 
March 18th, 1941. Here are some 
extracts from this letter. 

“No ship has called here since 
Nov. 23, 1939. 

“Over the wireless we hear that 
three ships that used to call here 
have been sunk by submarines. 
They had our orders on board. 
So we are now short of most 
things.” 

“Our chief shortage is flour.” 

“We are having to use fresh 
vegetables.” “Can’t put any in 
storage for future use.” 

“One ship sailed past and we 
were all disappointed.” 

“Our boats were all manned and 
ready to go out to her.” 

“We expect a boat to call in a 
few days. We will try to get the 
captain to take some sick. Two 
need operations. We have no 
regular doctor on the island.” 

“We are short of all kinds of 
medicines.” 

So this letter goes. But at least 
these islanders know world news 
from the radio. A few years back 
they had no outside news of any 
kind except when a ship called. 

With all these foreign contacts 
in New York it does seem that 
there should be some central head- 
quarters or exchange where the 
buyers and the sellers of the world 
could meet. The foreign mer- 
chants coming here are often at a 
loss how to make proper connec- 
tions. 

Now is the time for American 
manufacturers to make foreign 
connections. When the war ends 
foreign trade will take up some of 
the slack. 

Foreign trade like home trade 
depends largely upon friendship 
and good will. And this depends 
largely upon personal contacts. 
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- How’s the Hardware Business? 


(Continued from page 52) 


time of shipment will govern. Effec- 
tive, also Nov. 1, built-in brass fixtures 
(faucets, etc.) were advanced approxi- 
mately 10 per cent by some makers. 
On Nov. 15, most numbers of brass 
drive well points were raised about 10 
per cent—the first increase since May, 
1940. Pipe strainers, well screens, 
cylinders and valves were other well 
supplies which were cubject to ad- 
vance at the same time. 


* * * 


A bountiful farm year—The 
Department of Agriculture has made 
public Nov. 1 estimates, establishing 
1941 as one of the most productive years 
in farm history. 

1. Farmers produced about 2,675,373,- 
000 busheds of corn, 50,000,000 bushels 
more than the estimate as of Oct. 1, 
and more than in any year since 1932. 

2. Potato production will be well 
above the 1930-39 average. Conditions 
improved during October and the out- 
put was placed at 376,701,000 bushels. 

3. There is more bread grain in this 
country than ever before. The United 
States produced about 961,194,000 
bushels of wheat this year, the third 
largest crop in history, and has a 
carryover of wheat from former years 
of about 400,000,000 bushels. 

4. The soy bean crop from which 
vital oil will be crushed, for use in the 
armament program, and for making 
vegetable shortenings and other food 
products, will be the largest ever grown 
in this country. Output was placed at 
111,300,000 bushels, compared with 
79,837,000 a year ago. 

5. Production of vegetables grown 
for canning or processing is more than 
20 per cent above previous records. 
Record or near-record production of 
fruits was forecast. The output of 
rice, sweet potatoes, sugar cane, sugar 
beets, apples, pears, and grapes will be 
much larger than a year ago, and near 
or above the 10-year average. 

The department summarized: 

“Considering the reserves of cotton 
and grain, supplies of agricultural 
products are probably the largest ever. 
Production of livestock appears to be 
at a record level and headed upward. 
Current reports on milk and eggs con- 
tinue above previous records for the 


season.” 
” * * 


Commodity prices—At mid- 
November, prices of most of the farm 
products and foodstuffs had eased off a 
trifle, but all stood at rather startling 
increases above the year-ago levels. 
These comparisons are easily forgotten, 
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unless the actual figures are paralleled 
and studied. Metals prices have not 
changed much, and stood at exactly 
the year-ago marks, except tin, up 1% 
cents, and zinc, up one cent per pound. 


* * * 


Store sales — Despite rising 
prices, the American public seems to 
be preparing for several weeks of busy 
Christmas shopping. Leading jobbers 
are rapidly running out of many toy 
and gift items which they will be un- 
able to replenish in time. Christmas 
Club, a corporation functioning na- 
tionally, has announced that $401,910,- 
000 will be distributed beginning Dec. 
1 to about 8,000,000 Christmas savings 
club members, by 5,000 banks and sav- 
ings institutions. This is 10 per cent 
more than was distributed to club mem- 
bers a year earlier. A still greater con- 
tribution to holiday buying power, 
however, will be the mounting payrolls 
and bonuses for workers in every indus- 
trial area. Current gains in store sales, 
over last year, reflect in part the average 
advances in retail prices. The year to 
year gain in department store sales 
narrowed to 14 per cent in the week 
ended Nov. 8, from 18 per cent in the 
preceding week, according to the re- 
port of the Federal Re-erve System. 
For the four weeks ended Nov. 8, de- 
partment store sales advanced 11 per 
cent over those of a year ago. 

* + * 

More to come—Price schedules 
on warehouse steel will be announced 
by the OPA very soon. Following re- 
ports that some business was being 
done on such products as galvanized 
sheets, plates and hot rolled sheets, at 
excessively high prices, about a month 
ago Director Henderson announced that 
price ceilings would be established for 
the warehouses and other jobbing dis- 
tributors to cover various “merchant” 
steel products, both new and “seconds.” 
In the realm of consumers goods, orders 
setting maximum factory prices on all 
types of furniture are being prepared. 
Another “freezing” order will cover 
wood office and industrial furniture. 
A schedule of prices for roofing asphalt 
and perhaps roofing, is also due, soon. 

* * * 

Electric range sales — Ac- 
cording to the Edison Electric Institute 
September, 1941, sales of domestic 
electric ranges totalled 71,768 units 
compared with but 34,820 ranges in the 
same month of 1940. Sales for the first 
nine months numbered 587,564 units 
in 1941, as compared with but 345,016 
in the first three quarters of last year. 
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IS SO RADICALLY Different 


. THE REASON BEHIND FAST SALES 


One product for every asphalt use. A Puiver- 
ized Asphalt instead of several ready-mixed as- 
phalt items. Reduces Inventory. Saves Shelf Space. 
Sells Fast. 

Ready to be mixed into a stiff mastic or water 
proofing paint. Does not melt under hot sun on 
roof or garden walk. Stock it in 1-5-15-100 Ib 


units. 


V FOR LEAKY ROOFS 

V FOR CELLAR WALLS 

V FOR CAULKING WINDOWS 
V FOR CHIMNEYS 

V FOR GARDEN WALKS 

V 101 OTHER USES 


Only 25¢ per Ib. east of Mississippi River. It's 


NEW, 


economical and Distinctively Packaged. 


Neat 5 color Counter Display and Circulars free. 
Order from your Jobber Today. 


ALLIED ASPHALT & MINERAL CORP. 


217 BROADWAY 


NEW YORK 








SELL 


"Pennuernon” 


NOT JUST 
“WINDOW GLASS” 


T’S clear. It’s brilliant of 

finish. It can be glazed 
either side ouf. And for a 
sheet glass, it’s unusually 
free from distorting defects. 
It assures better-looking 
windows...and greater cus- 
tomer satisfaction. 





Pasi -F\TTS BURGH, 
PLATE GLASS COMPANY 
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VAUGHAN 


SUB-ZERO 
AXES 


The choice of 
farmers and 
woodsmen 
everywhere 





Designed for chopping 
at temperatures as 
low as 50° below zero. 


NO BETTER AXE AT ANY PRICE 


All-tool steel blade is electrically fused to 
tough steel head by Vaughan’s exclusive, 
patented process. Distinctive blue and sil- 
ver striped head and high grade white 
hickory handle make the Vaughan Sub- 
Zero Axe the most distinctive axe on the 
market. 


Include Sub-Zero Axes with your next 
order. Display them on your counters. 
Every customer that comes into your store 
will remark about their beauty and every 
aser will vouch for their quality. 

Ask your Jobber for details or write 

direct to the factory! 


VAUGHAN & BUSHNELL 
MANUFACTURING CO. 
2114 Carroll Ave., Chicago, Hil. 














At YOUR Service 


Subject only to the limitations 
imposed by the necessities of 
national defense, “Shelby” 
service is still aimed at mak- 
ing readily available the 
practical quality and moder- 
ate price in building hard- 
ware that assures customer 
satisfaction and dealer profits. 


Defense housing necessarily 
comes first. That demand we 
expect to be able to meet 
fully, while continuing to 
bend every effort toward 
keeping the “Shelby” line “in 
stock” as needed. Your other 
customers will not be over- 
looked. 








THE A fi old 
G lreloy 


¢ SPRING HINGE CoO 


SHELBY, OHIO 
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This rack gets plenty of attention. The background helps get it. 


Guns Featured in Display 


UNS of all types are featured 

in the sporting goods depart- 
ment at this season at the Kelley- 
Duluth Co., Duluth, Minn. This de- 
partment is located at the front of 
the store to the right of the entrance 
and attracts the attention of the 
passersby. 

The background on the depart- 
ment is most unusual. Imitation log 
siding is used for this purpose. This 
same material is installed at a slight 


angle along the top of the back 
ground and serves as a shield for 
the lighting units that illuminate the 
displays. 

The log siding is shellacked, then 
varnished in order to bring out the 
natural color of the wood. It pro- 
vides plenty of atmosphere for guns 
and other related items at this time 
of year. and all merchandise shows 
up exceptionally well when shown 
against this material. 





“Who Is 
Who 


Editor, Harpwart AGE: 

During the last ten years of hard 
work, sacrifice and red ink. we have 
increased our public debt some thirty 
billions of dollars, sending mostly 
the indigent into the swamps. weeds. 
leaves and ditches hunting that 
much loved lost child, Prosperity. 

Now. when Mr. Hitler started this 
emergency business and frightened 
the little fellow out of hiding. we 
are told by the all-wise that he is no 
longer the child we have been hunt- 
ing, and spending ourselves into 
national insolvency to find, but he is 
now a bugaboo young bull by the 
name of Inflation. 

That he is a threat to our planned 
new way of life and must be stran- 
gled to death before he grows up 
large enough to destroy us. union- 
ized labor excepted. 

My. how we increased the re- 


Crazy and 
Ain’t?” 


wards and prayed for his return to 
help push the national income up to 
ninety billion dollars so we could 
balance the budget and make every- 
body secure and happy. 

No, it was all a mistake, just an- 
other New Deal mistake. We don’t 
want him now to help us make some 
money with which to cover up the 
red ink of the last ten years and be 
able to pay sufficient taxes out of 
profits to stabilize the national 
credit, but we find deflation is prefer- 
able with reduced income, unem- 
ployment and a continuation of the 
game of passing out [.0.U.’s with 
inevitable bankruptcy. 

What we would like to know. is. 
who is crazy and who ain’t. 


W. A. CLirton 
Clifton Hardware Co 
Enfanta, Ala. 
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Ace Stores, convention and exhibit, 
Jan. 19-21, 1942, at the Hotel Sherman, 
Chicago, II. 


Alabama Retail Hardware Assn., of 
convention and exhibit, May 18-19, 
1942, at Admiral Semmes Hotel, Mo- 
bile, Ala. J. H. Crowe, 410 N. 2lst St., 
Birmingham, is secretary. 


American Hardware Manufactur- 
ers’ Association, meeting jointly with 
the Southern Hardware Jobbers’ Asso- 
ciation, April 20-23, at the Hotel 
Roosevelt, New Orleans, La. Charles 
F. Rockwell, 342 Madison Ave., New 
York City, is secretary of the manu- 
facturers’ association, and T. W. Mc- 
Allister, 1020 Grant Bldg., Atlanta, Ga., 


is secretary of the jobbers’ association. 


American Hardware Manufactur- 
ers’ Association, meeting jointly with 
the National Wholesale Hardware As- 
sociation, Oct. 19-22, 1942, at the 
Palmer House, Chicago, Ill. Charles F. 
Rockwell, 342 Madison Ave., New York 
City, is secretary-treasurer of the man- 
ufacturers’ group, and George A. Fern- 
ley, 505 Arch St., Philadelphia, Pa., is 
secretary-treasurer of the wholesalers’ 
group. 


American Toy Fair, March 9-2], 
1942, at 200 Fifth Ave., 1107 Broadway 
and other pernanent show rooms in 
New York City; also at the Hotel Mc- 
Alpin, New York City. Horatio D. 
Clark, Toy Manufacturers of the 
U.S.A., Inc., 200 Fifth Ave., New York 
City, is manager. 


Arkansas Retail Hardware Assn., 
convention and exhibit, Feb. 9-11, 1942, 
at Little Rock. Sessions and exhibit 
at Marion Hotel. George L. Turner, 
322 Markham St., Little Rock, secre- 
tary. 


California Retail Hardware Assn. 
convention, Feb. 17-19, 1942, at the 
Western Merchandise Mart, San Fran- 
cisco, Calif. LeRoy Smith, 417 Market 
St., San Francisco, is manager. 


Housewares and Major Appliance 


Exhibit sponsored by the Housewares 
Manufacturers’ Association, Inc., 628 
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Corrected each issue 
according to latest data 


Palmer House, Chicago, to be held at 
the Palmer House, beginning on or 
about Jan. 4. 


Illinois Retail Hardware  Assn., 
convention and exhibit, Feb. 17-19, at 
Peoria, Ill. Sessions and exhibit at 
Pere Marquette Hotel. C. C. Gilbert, 
1155 Merchandise Mart, Chicago, sec- 
retary. 


Indiana Retail Hardware Assn., con- 
vention and exhibit, Jan. 27-30, at In- 
dianapolis, Ind. Sessions and exhibit at 
Murat Temple. G. F. Sheely, 333 N. 
Pennsylvania St., Indianapolis, secre- 
tary. 


Intermountain Hardware and Im- 
plement Dealers’ Assn., convention, 
Jan. 14-16, at Boise, Idaho. Frank L. 
Winzeler, Chamber of Commerce Bldg., 
Boise, secretary. 


Iowa Retail Hardware Assn., conven- 
tion and exhibit, Feb. 10-13 at Des 
Moines. Sessions at Hotel Savery; ex- 
hibits at Coliseum. Philip R. Jacobson, 
Mason City, secretary. 


Kentucky Hardware and Implement 
Assn., convention and exhibit, Jan. 
13-15, at Louisville. Sessions and exhibit 
at Kentucky Hotel. J. M. Stone, Room 
315, Kentucky Hotel, Louisville, secre- 
tary. 


Marshall-Wells Co., dealers’ con- 
vention, Feb. 2-4, 1942, and merchandise 
school for dealers’ employees, Feb. 9-11, 
at company headquarters, Duluth, Minn. 


Michigan Retail Hardware Assn.. 
convention and exhibit, Feb. 3-6 at De- 
troit. Sessions at Statler Hotel; exhibit 
at Convention Hall. H. A. Daschner, 
1112 Olds Tower Bldg., Lansing, secre- 
tary. 


Minnesota Retail Hardware Assn., 
convention and exhibit, Jan. 13-16, at 
Minneapolis. Sessions and exhibit at 
Auditorium. C. J. Christopher, Nicollet 
at 24th St., Minneapolis, secretary. 


Missouri Retail Hardware Assn.. 
convention and exhibit, Feb. 24-26, at 
St. Louis. Sessions and exhibit Mu- 
nicipal Auditorium. Louis C. Kreh, 323- 
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~~ Big Money! 
~ FOR HARDWARE DEALERS 


NOW MORE 
THAN EVER 
Cash In On 
R-V-LITE 
Sales and 





anon 





CHAMPION OF MODERN GLASS SUBSTITUTES 


Seems like everybody's using transparent R-V-LITE 
wherever glass is used in Poultry 
Houses, Storm Doors, Windows, 
etc, 

ALL-PURPOSE UTILITY 
You make many extra sales with 
R-V-LITE because your customers 
find so many more uses for it. 


REPEAT SALES QUALITY 
Guaranteed satisfaction 
brings R-V-LITE customers 





# again! 


R-V-LITE 5 STAR SALES HELPS 
* All-Purpose Utility Makes More New Sales 
% Trademarked Quality Brings Repeat business 
*® Handy Display Rack Reduces 
Waste, Speeds Sales 
* New Merchandising and Point- 
of-sale Helps 
*% National Magazine and Radio 
Advertising 





Admits over 60% Ultra Violet Rays. Weather- 


TH proof-Shatterproof! Comes in 50 
po 


ft. and 150 ft. rolls, 36 inches 





wide, packed individual carton. 





DEALERS! WRITE TODAY for 

money-making Service Display 

Proposition and FREE SAMPLE, available through 

your local jobber. 

2 oe een ao 2On ao Benen, | 
Eacdsst Van sare 


R-V-LITE 
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There’s a Mine 
of Information 


vitally-important 
facts, live merchan- 
dising ideas and 
sales-producing 
methods in HARD- 
WARE AGE. Make 
it a habit to read 
your business paper 
regularly and thor- 
oughly. 


»»» 
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WOOD JOINERS 


THEY PULL—CLINCH—HOLD 


The outstanding fastener for maki 
screens, garden furniture, frames, = ae 


Ask Your Jobber 
SUPERIOR FASTENER CORPORATION 
5224 N. Clark St. Chicago, Ill. 





Cards 


25¢ 
Boxes 
or Bulk 








The original rotary Corn 
Poppers. They use less 
heat and do not burn the 4 
eorn. Stove type or 
electric. 
Over A 
MILLION 
Have Been Sold 


Pistol blue steel, or bril- 
liant niekel finish. Ask * 
your Jobber. 


0. $. Keene: Machine Co., - Elkhart, Ind. 


E-Z CORN POPPERS 















KEY BLANKS 


OF EVERY DESCRIPTION 


} 


Catalogue on Request 
GRAHAM MFG. co. 


Sate, Com. MU. S.A. 











h Proce’ 


‘SUNSHINE 


perme 


cHAMO 


MADE IN U.S A 


‘ASK YOUR JGB88R 
POR GUR EXTRA VALUES 
SEWED PIECE CHAMOIS 
HOYT & WORTHEN TANNING CORP 


HAVERHILL MASS 








PRIEST'S CLIPPERS 
A Complete 


Line— 


Ask 
Your Jobber 
75 Years’ Reputation in the Trade 


AMERICAN SHEARER MFG. CO. 
NASHUA, N. H. 











You'll find REAL 


Sales Representatives 
advertising in the 
Sales Accounts Wanted 
Columns 
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324 Wainwright Bldg., St. Louis, secre- 
tary. 


Mountain States Hardware and 
Implement Assn., connvention, Jan. 
12-14, Cosmopolitan Hotel, Denver, 
Colo. John T. Bartlett, 637 Pine St., 
Boulder, Colo., secretary. 


National Hardware Week, April 
16-25, 1942. 


National Wholesale Hardware As- 
sociation meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, Oct. 19-22, 1942, at the 
Palmer House, Chicago, Ill. George A. 
Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary of the wholesalers’ as- 
sociation, and Charles F. Rockwell, 342 
Madison Ave., New York City, is sec- 
retary of the manufacturers’ group. 


Nebraska , Retail Hardware Assn., 
convention and exhibit, Feb. 4-6, at 
Omaha. Place of sessions and exhibit 
not yet decided. Edward C. Herman- 
son, 325 Insurance Bldg., Lincoln, sec- 
retary. 


New England Hardware Dealers’ 
Assn., convention and exhibit, Feb. 
24-26, at Statler Hotel, Boston, Mass. 
Russell R. Mueller, 189 Dartmouth St., 
Boston, secretary. 


New York State Retail Hardware 
Assn., convention and exhibit, Feb. 3-6, 
at Seneca Hotel, Rochester, N. Y. N. H. 
Kiley, 509 Hills Bldg., Syracuse, secre- 
tary. 


North Coast Hardware and Imple- 
ment Dealers’ Assn., convention, Jan. 
19, at the Multnomah Hotel, Portland, 
Ore. D. D. Stewart, American Bank 
Bldg., Seattle, Wash., secretary. 


North Dakota Retail Hardware 
Assn., convention and exhibit, Feb. 
24-26, at Fargo. Sessions at Hotel Gard- 
ner; exhibit at Auditorium. Miss Louise 
J. Thompson, 21 Clifford Bldg., Grand 
Forks, secretary. 


Ohio Hardware Assn., convention 
and exhibit, Feb. 17-20, at Columbus. 
Sessions at the Deshler-Wallick Hotel; 
exhibit at the auditorium. John B. 
Conklin, 175 S. High St., Columbus, 
secretary. 


Oklahoma Hardware and Implement 
Assn., convention and exhibit, Feb. 3-5, 
at Oklahoma City. Sessions and ex- 
hibit at Municipal Auditorium. Charles 
F. Nelson, 411 Key Bldg., Oklahoma 


City, secretary. 


Panhandle Hardware & Imp. Assn., 
annual convention and exhibit, Jan. 
25-26, 1942, at Amarillo, Tex. Sessions 
and exhibit at Herring Hotel. C. L. 
Thompson, Canyon, Tex., is manager. 


Pennsylvania and Atlantic Sea- 
board Hardware Assn., convention and 
exhibit, Feb. 10-13, at Baltimore, Md. 
Sessions and exhibit at Lord Baltimore 
Hotel. W. Glenn Pearce, 400 N. Broad 
St., Philadelphia, Pa., secretary. 


South Dakota Retail Hardware As- 
sociation, convention and exhibit, Jan. 
27-29 in Sioux Falls. Sessions and ex- 
hibit at Coliseum. Earl Erlandson, 
Cottonwood, manager-treasurer. 


Southern California Retail Hard- 
ware Assn. convention and exhibit, Feb. 
23-25 at Long Beach, Calif. Sessions 
and exhibit at Municipal Auditoriun. 
J. V. Guilfoyle, 509 Rives Strong Bldg., 


Los Angeles, secretary. 


Southern Hardware Jobbers’ As- 
sociation, meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, April 20-23, at the Ho- 
tel Roosevelt, New Orleans, La. T. W. 
McAllister, 1020 Grant Bldg., Atlanta, 
Ga., is secretary of the jobbers’ asso- 
ciation, and Charles F. Rockwell, 342 
Madison Ave., New York City, is secre- 
tary of the manufacturers’ association. 


Tennessee Retail Hardware Assn., 
convention, Feb. 10-11, at the Andrew 
Jackson Hotel, Nashville. Morris Jones, 
P. O. Box 784, Nashville, secretary. 


Texas Hardware and Implement 
Assn., convention and exhibit, Jan. 20- 
22 at San Antonio, Sessions and ex- 
hibit at Municipal Auditorium. J. D. 
Martin, Jr., P. O. Box 1193, Bryan, 
secretary. 


Triple Mill Supply Convention, 
May 4-6, 1942, at the Hotel Traymore, 
Atlantic City, N. J., comprising the 
Southern Supply & Machinery Dis- 
tributors’ Assn., E. L. Pugh, 314 Vol- 
unteer Bldg., Atlanta, Ga., secretary; 
National Supply & Machinery Distrib- 
utors’ Assn., H. R. Rinehart, 505 Arch 
St., Philadelphia, Pa., secretary, and 
the American Supply & Machinery 
Manufacturers’ Assn., R. Kennedy Han- 
son, 1108 Clark Bldg., Pittsburgh, Pa., 


general manager. 


Virginia Retail Hardware Assn., 
convention, Feb. 24-25 at Richmond. 
Sessions at the John Marshall Hotel. 
G. T. Omohundro, Jr., Scottsville, sec- 
retary. 


Western Retail Implement & Hard- 
ware Assn., convention and_ exhibit, 
Jan. 20-22, at Kansas City. Sessions and 
exhibit at Municipal Auditorium. Frank 
H. Spink, 322 Scarritt Bldg., Kansas 
City, secretary. 


West Virginia Retail Hardware 
Assn., convention at Clarksburg, some 
time in February. Sessions at Waldo 
Hotel. H. B. Clower, Oak Hill, sec- 
retary. 


Wisco Hardware Co.’s 15th annual 
merchandising school and sales show, 
Jan. 28 and 29 at the company’s head- 
quarters, Madison, Wis. J. A. Fitschen 
is secretary and general manager. 


Wisconsin Retail Hardware. Assn., 
convention and exhibit, Feb. 3-6, at 
Milwaukee. Sessions and exhibit at 
Anditorium. H. A. Lewis, Stevens Point, 
executive secretary. 
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THE NAME SILVER LAKE STAMPED ON 


@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 


BETTER SASH CORD 


SILVER LAKE C0.) ssi: 59 chauncy St. Boston 





EVERY FOOT 


LOWER PRICED GRADES 

EDDYSTONE 
PELHAM 
NUCORD 
BENGAL 


Chattanoochee, Ga 








{_ THE FULTON LIN 


= - — — 
THIS “BLUEBIRD” vour'Cestomers Ha 
Your Customers Happier 

Every woman needs a Bluebird Clotherline and reel; 
display this househeld necessity and she will buy it 
for herself and for gifts. Beautifully enameled in 
choice of four colors om heavy gauge steel, this 
staunchly-constructed quick-seller gives lasting satis- 
faction. 

(Also Makers of @ NBW Vine of Outdoor Reels. ) 


HOUSEHOLD GIFT ITEMS 


Pleased customers and a good profit are two rea- 
sons for stocking the Fulton Quality Line of Heuse- 
wares and Christmas gift items; Bluebird Reels, Indoor 
and Outdoor Clothesline Reels, Sweeping Sets, Crumb 
Sets, Recipe Cabinets, Cash and Document Boxes, etc. 
FREE Display Stands with assortment orders; will stimulate 
selling. 

FREE Catalog. 

WHOLESALERS—Get these Pepular Priced Items into your 
1942 Catalog. 





PATENT NOVELTY COMPANY 
305 Eighth Avenue Fulton, tl. 























HEY! WAIT A MINUTE. 


Can you tell us where we can find 
some good additional lines to 
represent? 











SURE— 
THAT’S EASY!! 


You'll find them listed under “Sales Representatives 
Wanted" in the Classified Opportunities Section of Hardware 
Age. This section reaches the greatest number of Hardware 
readers of any hardware paper and is noted for securing 
quick, tangible results for its advertisers. 


Send your copy with remittance to— 


HARDWARE AGE 


Classified Opportunities Dept. 


100 East 42nd St... New York City 

















According to impartial survey, 7700 
dealers operate Sander Rental Services 
with a conservatively estimated income 
per year of $450 from sander and edger 
rentals, plus $162 clear profit from re- 
lated sales. $612 per year from an ini- 
tial investment of approximately 

half that amount. 


Can you afford to ignore that 
kind of money? Write TODAY, 
for our SURE-FIRE rental plan and 
details of the machines which long 
experience has 
proved most 
profitable for 
rental service 
—made by 





















DREADNAUGHT 
SSPEED EDGER 
Ideal running 

mate for the 


2 Dreadnaught 
the origina- Ge 
tors of sander Savestigne! 


rental service. 
Drop us a line 
right NOW. 
There's no ob- 
ligation. 


CLARKE SANDING MACHINE CO. 
DEPT.HA240,MUSKEGON, MICH. 


KEROSENE 
MANTLES 


RETAIL 33 CENTS 


Dealer's Price— 
One Dozen—$2.75 
Three Dozen—S$2.65 per 























Dozen 
& QUALITY! PRICE! WE 
NEW STYLE DELIVERY! OLb STYLE 


Fits Aladdin Lamps 
WELSBACH DIVISION Nos. 3 to 11 Inclusive 


LINDSAY LIGHT AND CHEMICAL COMPANY 


WEST CHICAGO, ILLINOIS 


Fits Aladdin Models 
B-A and 12 
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Ciansihied Opportumitiea Seckion... 





Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents. Jobbers. Jobbers’ Salesmen, Retailers and Retail Salesmen 





Clamritied Adwentining Rater | 





Help Wanted. Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word........ .08 


Positions Wanted 


(Special Rate) set solid, maximum, 
PPE vdidaccecscccdcceseseass . $1.00 
Each additional word.............+.. .05 


Allow Seven Words for Keyed Address or Your Address 


SOD DISPLAY RATES 


I nikki sss <hasonesaeresi 86 





OISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions. 10% off. 
Due to the special rate, these discounts do 
not apply on Position Wamied Advertise- 
ments 
-e- 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency or stamps. 





Sampies of Merchandise, Literature, 
Catalogs, ete., will mot be forwarded te 
bex number advertisers unless sccom- 
panied by sufficient postage for remail- 
ing 








HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 

- 8 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 














| Ponitions Wanted || 





Positiowms Wanted ]| (7 Biatass Opportunities | 

















in thirty days 
pansion plans. Fifteen years’ 
turing fields. 


manufacturers all over country. 





SALES EXECUTIVE AVAILABLE 


due to present employer’s forced curtailment of ex- 
experience 
merchandising manager in hardware, 
Capable of developing and training sales organization. 
Personally contacted and sold hardware and drug wholesalers and 
Forty-six, married, Christian. Will 
locate anywhere opportunity affords. 


Address Box E524, care of HARDWARE AGE 
100 E. 42nd St., N. Y. City 


as a sales manager and 
wholesale drug and manufac- 





| Agency of Machine and Hardware 


BRAZIL 


Efficient Hardware factory in Sao Paulo 
| — Modern equipment — strong financial 

backing—with experienced engineers and 
} workmen — sales organization all over 
Brazil-_—seeks 


manufacturers; also interested in 
Articles for every day use, luxury, 
advertising, gifts; eventually pur- 
chase of producing rights for such 
articles. 


First class references. Send replies to 


Metallurgica Spamer-Sula Ltda. 
Sao Paulo 
Rua Marconi 31 
Cable address “SULA” 














HARDWARE PERSONNEL, OUR FILES 
CONTAIN applications of several hundred experi- 
enced clerks. managers, counter men, bookkeepers | 
and stenogravhers for New York hardware re- 
tailers and wholesalers. 
Just phone Wisconsin 7-1802 or write to Asso- 
ciated Placement Bureau, 
New York City 





AVAILABLE. MAN 41 YEARS. CON. 
NECTED outstanding hardware manufacturer 
over 25 years. Past 15 years calling hardware 
and mill supply jobbers, dealers, industries large 
portion Northern and Southern States, Eastern 
half U. S. Wide acquaintance buyers, sales 
managers, jobbers salesmen. Best references. 
Address Box E-521, care of HAarpware Ace, 100 
E. 42nd St., N. Y. City. 


HARDWARE SALESMAN, WITH ESTAB- 
LISHED HARDWARE jobber, dealers, and 
supply clientele desires to represent a reputable 
company in Western Pennsylvania, West Vir- 
ginia, and Ohio. Fifteen years road experience, 
college graduate, forty-five years of age. Un 
questionable references. Salary or drawing ac- 
count preferred but would consider straight com- 


No charge to employers. | 


152 West 42nd Street. | 





2 [Sa tapaedalion Waal] 











Specialty Salesmen— 


Expansion of sales opportunities in our business re- 

















quires the addition to our field staff of several out- 
standing salesmen 
Experience in fleld, while of speondary importance, 
is an advantage, since work ‘is diversified among 
industrial plants, institutions, contractors, archi- 
tects and dealers selling building maintenance and 
products for new construction 
Prime requisites are honesty, intelligence, enthusi- 
astic worker, with clean record of at least 5 years’ 
responsible employment 
We are manufacturers with over 30 years’ continuous 
record under same management; the successful ap 
plicants will be trained and put to work on guaran- 
teed drawing account, against sales quota with 
liberal bonus. State territory covered and full de- 
tails to 

Address Box E525 care of HARDWARE AGE 

100 E. 42nd St., N. Y. City 

NEW YORK DISTRICT SALES REPRE. 


SENTATIVE WANTED—Large 


a thoroughly capable representative to contact 
all types of retail stores and jobbers in the Metro- 
politan New York area. Remuneration strictly on 
a commission basis. This is a real opportunity 
for the right man. Submit complete details about 
yourself including photos. 


care of Harpware Ace, 100 E. 42nd St., 


| City. 


mission. Address Box E-502, care of Harpware 
Ace, 100 E. 42nd St.. N Y City 

OFFICE MANAGER, 40 EXECUTIVE 
ABILITY, factory trained, 22 years thorough | 
experience sales promotion, credits, purchasing, 
advertising, factory routine. Widely acquainted 


with hardware, plumbing, mill and electrical job 
bers United States, Canada; 
Government and export trade. 
acter, energetic, never previously 


Exemplary char- 


also public utility, | 


unemployed. | 


An asset to any manufacturer requiring man of | 


all round ability. Address Box E-527, care of 


Harpwarr Ace, 100 E. 42nd St., 


78 


N.. 3. Gale. 











| Bariness Opportunitien | 








FOR SALE AT INVENTORY well estab- 
lished profitable modern hardware electric appli 
ance and household furnishing store located in 
North central Arizona. Address Box E-513, care 
of Harpware Ace, 100 E. 42nd St.. N. Y. City. 














Midwest plas- | 
tic molding organization requires the services of | 


Address Box E-522, | 
i. a 








IMMEDIATE EXPORT BUSINESS POSSI- 
BILITIES. PREFERENCE GIVEN TO MAN 
UFACTURERS. ADDRESS SADONIA. 
LTD., 30 ROCKEFELLER PLAZA, NEW 
YORK CITY. 


CUBA. MANUFACTURERS’ REPRESEN- 
TATIVE COVERING CUBA periodically and 
well connected with the hardware importing trade 
can now give an additional line a very satis- 
factory representation throughout this territory. 
Sales to best accounts only. Straight commission 
basis. References and full details upon request 
Address Box E-523, care of HaArpware AGE, 
100 E. 42nd St., N. Y. City. 





MANUFACTURERS’ REPRESENTATIVE 
THOROUGHLY ACQUAINTED WITH. the 
| hardware trade seeks agencies for the following 
lines for representation in British Guiana and 
West Indies: ‘“‘T’ Hinges, Hardware Cloth, 
Wire Fencing, Barb Wire, Poultry Netting. 
| Wire Rope, Wire Nails, Dog and Coil Chains. 
Cow Ties, Soil Pipes, Window and Plate Glass. 
cheap line of Kitchen Knives and Scissors, 
Vacuum Flasks and Twines. Address Box E-526. 


| care of Harpware Ace, 100 E. 42nd St., N. Y 


City. 








“Walp Wanted __] 


H [ARDWARE 





WANTED — CLERK F¢ oR 
STORE in New York City. Young man with 
some experience in hardware. housewares, gifts. 
etc. Give full particulars in first letter regarding 
experience, age and other qualifications including 
salary expected. All replies kept confidential 
Address Box E-520, care of Harpware AGE, 100 
| E. 42nd St., N. Y. City. 

| 


WANTED— MAN WITH 
AND housefurnishings experiences. 
tion: good opportunity for right man. Reply in 
own handwritting. State experience. Address 
Box E-528, care of Harpware Ace, 100 E. 42nd 
a, . Ss Coe 
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Simplify Your Stock Taking with the 
Harpware Ace Wuirte Inventory SHEETS 


Actual size of sheets 9¥ by 12 inches over all; writing areo 





8!/ by I1'/ inches. Sheets printed on both sides of good 
white bond poper. with 28 entry lines on each side. PRICE $! 


for 200 sheets (400 caces) plus 25¢ mailing charge. 


—_— Hist 
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You can make your annual inventory taking an 
easier, surer job by using the HARDWARE AGE 
WHITE INVENTORY SHEETS which 1,000 


leading retail hardware dealers helped us design. 


From the many suggestions received this sheet 
was designed to sell at a new low price — 200 
sheets for only $1, plus a 25¢ mailing charge. As 
these sheets are printed on both sides of good 
white bond paper, this means you really get 
400 pages of inventory record sheets. Each side 
of the sheet has room for 28 items. Your $1.25 
investment provides inventory space for 11.200 
items. 


During the past years, thousands of retail hard- 
ware dealers and wholesalers have used millions 
of HARDWARE AGE Inventory Sheets because 
they found them simple, convenient and handy 
to use. The WHITE INVENTORY SHEETS are 










the best ever—they are even more simple, more 
convenient and easier to use. Our entire effort 
was directed toward making your annual inven- 
tory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will 
fit the HARDWARE AGE Inventory Sheet Bind- 
ers which are used by thousands of dealers who 
reorder their Inventory Sheets from us year in 
and year out. 


Due to the exceptional low price at which 

these sheets are sold and which applies to the 
United States and its possessions only, please 
have your money order or check accompany 
your order. 
Make your inventory taking this year easier 
and surer with these WHITE INVENTORY 
SHEETS. Use the coupon below to order your 
supply today. 
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HARDWARE AGE 11-27 
100 East 42nd Street, New York, N. Y. 


Sentlemen: 

Here is my $ ..« Please send me........... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00. plus 25¢ mailing 
charge). Also send me.......... Binders (50¢ each). Send these to me by return mail. 
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POSTAL GuALiTY 
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COMPUTING "a, 
CANDY \ 
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DIETETIC 
PHOTOGRAPHIC 
COTTON 

HANGING 
COUNTER 

SPRING BALANCES 
Write for Catalog—Then 
Order from Your Jobber 


PELOUZE MANUFACTURING CO. 


232-242 EAST OHIO STREET CHICAGO, ILL 

























«plus year-in, year-out national 











advertising ... produce quicker 
turnover and higher profits. descriptive 
Lage 
on these 
LE striking 
name YA ec SALE displ 
Te quire mane boweds 


THE YALE & TOWNE MFG. CO. **™"%28"%c°"™ 


MERCURY 
BICYCLES 


The de luxe line priced 
for the volume market 


THE MURRAY OHIO MFG. CO. 


CLEVELAND, OHIO 


Genru'™ TOMES of SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 
CSET Or SETTIOC SET SAVE FUR 
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Ask your JobdSer lf he is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C 
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Allied Asphalt & Mineral Corp. 
Aluminum Goods Mfg. Co. 


American Chain & Cable Co., 
MG ace 


American Chain Div. 
American Fork & Hoe Co., The 


| American Shearer Mfg. Co. 


American Steel & Wire Co. 


| Arvey Corp. 


Asbestos Textile Co. 
Autoyre Co. 


Berea Abrasives 
Bommer Spring Hinge Co. 


Boston Woven Hose & Rubber 
Co. 4 


c 


Carborundum Co., The 

Cheney Hammer Corp., Henry 
Chicago Spring Hinge Co. 
Clarke Sanding Mch. Co. 
Classified Opportunities 

Clayton & Lambert Mfg. Co. 
Cleveland Chain & Mfg. Co., The 
Columbia Steel Co. 

Columbian Rope Co. ‘ 
Columbus-McKinnon Chain Sew. 


D 


Disston & Sons, Inc., Henry . 


Dixon Crucible Co., Joseph .. 


Domes of Silence, Inc. 


GS 


General Electric Co., Lamp Div. 
Gibson Electric Refrig. Corp. 
Gillette Safety Razor Co. .... 
Graham Mfg. Co. .. 

Greenlee Tool Co. 


‘ 


H 
—_, Hardware & Mfg. Co., 


Hazard teculated Wire Works ; 
Heller Brothers Company ... 
Hotstream Heater Co.. 

Hoyt & Worthen Tanning Corp. 


Ingersoll Steel & Disc. Div. Sieacieal 
Warner Corp. . : 


Keene Machine Co., O. S$ 
Klein & Sons, Mathias 


L 


Lamson & Sessions Co. 
Lindsay Light & Chemical Co. 








| M 
n| Miller, Inc., Robert E. 80 
83 | Millers Falls Co. . “os. ae 
Minnesota Mining & Mfg. Co. . 57 
12] Morton Salt Co. = | 
12} Murray Ohio Mfg. Co. 80 
82| Myers & Bro. Co., The F. E. 51 
76 
43 
75 
53 N 
8!) 
| National Mfg. Co. 72 
oO 
71 
53 Okonite Co., The 45 
6-7 
P 
Patent Novelty Co. 77 
Patterson-Sargent Co. , 15 
Pecora Paint Co., Inc. 65 
35 | Pelouze Mfg. Co. P 80 
58 | Pittsburgh Plate Glass Co. 73 
5! | Plantabbs Co. 8! 
77 
78 
8! 
8! R 
43 Remington Arms Co., Inc......... 31 
. Rogers Isinglass & Glue Co. 82 
s 
Samson Cordage Works ........ 82 
5 | Schollhorn Co., The Wm. ...... 53 
47 | Shapleigh Hardware Co. oe 
80 | Shelby Spring Hinge Co. ........ 74 
Silver Lake Co. ......... 77 
Southington Hdwe. Mfg. Company 53 
Speedway Mfg. Co. ............. 75 
Stanley Tools .................66-67 
Superior Fastener Corp. eyeese” 
10 
33 
8 
1% T 
& Tate Co., E. H. .. ‘ 8! 
Trico Fuse Mfg. Co. ae 
U 
' | Union Hardware Co. eee 
451 U.S. Steel a — 


9} Utica Drop Forge & Tool Corp. 68 





76 
v 
Vaughan & Bushnell Mfg. Co. 74 
8! 
w 
Warren Tool Corp. 4! 
Wickwire Bros., Inc. . $l 
Witt Cornice Co. ... siuasanganr ee 
76 | Wood Shovel & Tool Co. . 
49 | Wooster Brush Co. .. , 2 
Wright Steel & Wire Co., G. 82 
Y 
39 


77| Yale & Towne Mfg. Co., The....3, 80 


HARDWARE AGE 

















47 


68 


4! 
5! 


59 


82 


('LEVELAND 


or Safety Economy 


Good Service 


THE CLEVELAND CHAIN & MFG. CO. 








TATE 


Picture Hangers 


and 


Picture Cord 
E. H. TATE CO., Boston, Mass. 


Sales Offices also in: 
Chicago NewYork Los Angeles 
























= BICYCLES + ROLLER SKATES 
_@ =— an 
b——Siyled for beauity ... made to bail 


D. P. HARRIS HOW. & MFG. COMPANY, INC. 
ROLLFAST BUILDING +» NEW YORK, N 
































Practical. Ask your 


The User-Tested Torch 
Home-Mechanics Prefer | 


To meet the varied torch needs of home and 


farm, quality-conscious men buy C & L Torches. 


No. 800 is a special favorite. ‘'Experience- 
Proven'’, if brings ready sales from a wide 
range of customers. Economical — Efficient — 


jobber salesman about 


C & L No. 800 and other models. 


CLAYTON & LAMBERT 
MFG. CO., Detroit, Mich. 








SELL 


All-colored shock ons 


A self selling setup — sells 
CcCOoOLORTOPS 
Your jobber has them 


POPULAR-PRICED 


BATHROOM AND KITCHEN FIXTURES 


n AUTOYRE HY-GRADE CHROMIUM 
BRIGHT CADMIUM, AND BAKED 
SPRAYED WHITE ENAMEL 


WRITE FOR LITERATURE 


NOVEMBER 27, 1941 


COLOR TELLS SIZE 
EYE-APPEALING 













THE AUTOYRE COMPANY, 



































Edges Won’t 
Curl nor Split 


—because their blades are 
made of TEM-CROSS Inger- 
soll Process Steel. 

It is ecross-rolled to give an 
interlocking, mesh-grain  struc- 
ture and heat-treated to 
hold edge keenness and to re- 


sist curling and splitting. Write 
for prices on 


INGERSOLL SHOVELS 
Available in all types and grades. 
Address Dept. H.A. 
INGERSOLL STEEL & DISC DIVISION 
Borg-Warner Corporation 
New Castle, Ind. 




















It pays to handle PLANTABBS-- 


A fast moving, year ’round selling item 















Dominating advertising in LIFE, Better Homes & Gardens, Holland's 
Magazine, Sunset, Flower Grower and Christian Science Monitor 
makes Fulton's Piantabbs the No. 1 Plant Food tablet and puts 
them away out in front as a@ profit item 


Retail Sizes, 10c, 25¢, 50c, $1 & $3.50. 


WHOLESALERS: 

Get our latest price list 
and discounts — designed 
for liberal dealer profit. 


RETAILERS: 

Your wholesaler will gladly 
give you an extra 5% dis- 
count on a $6.00 order, or 
an extra 10% on a $12.00 
order 


LALIT ERIE LL Laer 





































OAKVILLE, CONN DESIGNED TO MAKE THE PASSER-BUY!” 








SASH CORDS====—=— 


SAMSON SPOT—Known to dealers, architects, 
builders, and home owners, for nearly half a century, 
as the most durable material for hanging windows. 
Made for longest possible wear in running over pul- 
leys or in any use requiring smooth, strong, solid 
braided cotton cord. Guaranteed free from imperfec- 
tions. Samson Spot Cord is marked with a succession 
of colored spots (any color), which with the words 
“Spot Cord” are both trademar':s (Reg. U. S. Pat. Off.) 


PHOENIX—Next best value to Samson Spot Cord, 
and known to the trade for nearly as long. An excel- 
lent cord for use where the best is not needed. 
Uniform, strong and durable. Good for clothes line 
and general use as well as for hanging windows. 


AETNA—The best cord at a low price. All yarn 
throughout, with no loading to increase weight and 
decrease durability. Smooth, firm and tough. 


To obtain pertectly and permanently balanced windows 
use good sash cord and suitable weights and pulleys. 


SAMSON 
CORDAGE WORKS 
BOSTON, MASS. 












Tommy Axe | 


Power Centered | 
to Lick 1001 Johs 





@ Improved dynamic design (patented) 
gives perfect balance plus unequalled 
efficiency for chopping, driving, pull- 
ing and ripping. Full force of each blow 
is focused at point of impact, as in sketch. 

Stock, display and profit with this 
universally sought and accepted tool. 


National advertising directs 10,000,000 
consumers to buy it in Hardware Stores. 
Produced only by the Makers of True 
Temper Products, Cleveland, Ohio. 


TRuE TEMPER 


PRODUCTS 


FORKS + RAKES + HOES + AXES « HAMMERS + HATCHETS 
SHOVELS + FISHING RODS AND BAITS + GOLF SHAFTS 


82 













hs Always --- PROTECTION | 


Rogers exclusive policy of offering the 
hardware trade absolute protection by 
not selling to chain store groups, group 
buyers, and mail order houses, has gained 
tremendous momentum, and we are ex- 
panding this policy for your benefit. 


Now ...DEMAND 


Yes! Rogers continues to sell for OLE SERGEANT 
you with national advertising in POPU- —“2OC"’ GLUEKY 
LAR MECHANICS and POPULAR 
SCIENCE . . . magazines reaching well over 1 million 
consumers monthly. In addition, we offer free 
project booklets and project sheets to your custom- 
ers at any time. Just advise us of the quantity 
that you desire to have at hand, and we shall be 
glad to forward a supply. 


PHONE YOUR JOBBER FOR SPECIAL DEALS 


V/e are running a special displa 
‘ y offer which incl 
Peet per and we are a!.o moking up a special po! = 
eal which includes project booklets and project sheets. 


USE ROGERS LIQUID FISH GLUE 
“The Glue with the Grip of a Gorilla” 


ROGERS 
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GLOUCESTER, MASS. 


All standard sizes and lengths including Hollow 
Cable, Reinforced Hollow Cable, 6-Strand Twisted, 
4-Strand Twisted and Solid. Wright Wire Clothes 
Lines (Strand) for many purposes. Copper bearing 


steel exclusively. 


GE WRIGHT wee co 
mF WIRE CO, 
WORCESTER* MASS. 


HARDWARE AGE 
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THE PROPER RECOGNITION OF THE 


JOBBER’S SALESMAN 
HAS LONG BEEN DESERVED 


The manufacturer, the jobber, and the retailer 
...all three...depend largely on the broad 
service the Jobber’s Salesman renders. And this 
big job so well done deserves recognition. 


Dealers depend upon the Jobber’s Salesman 
for practical, unbiased merchandising advice. 
Manufacturers depend upon him to pass along 
their individual sales stories. Jobbers depend 
upon him for intelligent effort to insure efficient 
distribution of all their merchandise. 


Long experience, constant study, and care- 
ful training fully qualify the Jobber’s Salesman 
to handle this big job. That he does it so credit- 
ably and with profit to all whom he serves, 
merits the proper recognitian of his work that 
has been so long deserved. Because it is our sin- 
cere belief that the Jobber’s Salesman should be 
acknowledged and respected everywhere as a 
true friend of Manufacturer, Jobber and Dealer 
alike, we dedicate this advertisement to him. 
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EVERY CLOUD 
HAS AN 


ALUMINUM LINING 


Although the production of aluminum 
cooking utensils is at present limited due 
to defense requirements, there is every 
assurance that when conditions return to 
normal, housewives everywhere will be 
more eager than ever to purchase fine, 
dependable, efficient aluminum cooking 
ware... like VIKO and COMET. 


ALUMINUM GOODS MFG. CO., MANITOWOC, WIS. 
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SHAPLEIGH HARDWARE COMPANY 
SAINT LOUIS, U.S.A. 
= ® 


Shapleigh National Series No. 2365 








